








FreNATIONAL 
UNDERWRITER 


Lige InAawiance Edition 


A New England Mutual General Agent answers some questions about 


the practical versatility of 
New England Mutual coverages 


Do you offer a so-called ‘‘special’’ policy? 


President of the New England Mutual General Agents “T assume you refer to policies written with a minimum 
Association and Vice President of the New York City ! : 
Life Managers Association, Wheeler H. King, CLU, face amount at preferred rates. We have been offering our 
heads one of the Company’s large agencies in that city. . ae . r . 
eads one of the Company's large agencies in that city Ordinary Life with a minimum of $5,000 for some time. 
Our net cost continues to be competitive, but we don’t 
think of it as a ‘special’. Ordinary Life accounts for 50% 


of our individual sales volume.” 


How about policies designed to ease the load of 


premium payments in the early years? 


“Our New Englander 2-3-5 term policy — automatically 
convertible — is one means to make a good start at low 
cost. We also offer several combinations of basic policies 
and riders to keep the premium at a minimum in the 
early years, or to give extra low cost protection for limited 
periods. Our new Decreasing Term policy is a particularly 
good buy with conversion in mind, as well as for mortgage 
protection. In a word — with our twelve various term 
coverages and the liberal change feature in our ordinary 


contract — we do have real versatility!” 


Do you write supplementary benefits? 


“We recently introduced a very attractive Disability In- 
come plan in addition to our Waiver of Premium. And we 
offer Double Indemnity which can be added to many of 


our term as well as our permanent coverages.” 


Do you encourage brokerage of all your lines? 


“We certainly do. We find the broker’s prestige with his 


client and our know-how make a profitable combination.” 
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NEW FLEXIBLE LIBERA 
Sales Plans In Handling In Commissions 


and Unusual or and 
Sales Ideas Difficult Risks Underwriting 








THE NATIONAL FIDELITY 


IS ONE OF THE NATION'S STRONGEST BY ANY 
STANDARD OF COMPARISON 


NO OTHER COMPANY LOCATED IN OUR TERRITORY 
OFFERS SUCH COMPREHENSIVE FACILITIES 


FOR EXAMPLE! Complete Juvenile Line with Immediate Full Death 
Benefit and Double Indemnity from Age O and 
Payor Benefits 


A Special Standard Plan for Risks Rated Sub- 
standard up to and Including Table B or 2 





BABY GROUP Life, Hospitalization, 
and Accident and Sickness For The 
Small Employer (as few as 5 lives) 


WE ARE ON A SOLID LONG-RANGE PROGRAM OF EXPANSION 
AND THAT CAN MEAN OPPORTUNITY For you 


WE HAVE RECENTLY ENTERED ARKANSAS, UTAH, INDIANA 


If You Are Interested as a Broker, General Agent, or Supervisor, 


Write Wylie Craig or Bennett Taylor, Vice Presidents 


NATIONAL FIDELITY 
LIFE INSURANCE COMPANY 


KANSAS CITY 6, MiSSOURI 
W. Ralph Jones, President 


inca = FORTIETH YEAR OF FAITHFUL SERVICE 
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Weekly Premium 
System Dynamic, 
LIC Meeting Told 


Stevenson Cites Growth 
at Colorado Annual; 
Zelle New President 


BY GEORGE E. WOHLGEMUTH 


COLORADO SPRINGS—Taking is- 
sue with those who believe weekly 
premium insurance “has outlived its 
usefulness”, Eldon Stevenson Jr., pres- 
ident of National Life & Accident, 
told the annual convention here of Life 
Insurers Conference in his report as 
president that “we stake our business 
lives on the belief that it will have 
continually increasing utility”. 

Despite the long distance which most 
of those in attendance had to travel. 





ay 


E. B. Stevenson Jr. 


57 member companies were represent- 
ed with a total attendance of 261, re- 
ported Dan C. Williams, president of 
Southland Life, chairman of the at- 
tendance committee. Union National of 
Louisiana had the largest delegation. 
New members, reported by H. C. E. 
Johnson, president of Interstate Life 
& Accident, chairman of the member- 
ship committee, are Detroit Mutual, 
Evangeline Life, and Progressive Life 
of New Jersey. 

Tracing the development of weekly 
premium insurance back to the time 





NEW OFFICERS 


President—H. G. Zelle, 
Missouri Ins. Co. 

Ist vice-president—O. F. Stafford, 
president Pilot Life. 

2nd vice-president—J. I. Cummings, 
president Empire Life & Accident. 
Secretary—R. B. Evans, president 
Colonial Life. 

Executive committeemen—W. R. 
Lathrop Jr., executive vice-president 
Southern Life & Health; B. L. DeWitt, 
president National Standard; C. E. 
Phillips, president Equitable Life of 
D. C., all three-year terms; and Eldon 
Stevenson Jr., president National Life 
& Accident, outgoing president, one 
year term. 


chairman 





of the local “box clubs” in Great Bri- 
tain, Mr. Stevenson reviewed the pro- 
gress of the business since its found- 
ing, just over 100 years ago, to the 
end of 1954, when there were 113 mil- 
lion policies in force for $39 billion. 
In its 80-year span in the United 
States, he pointed out, there were 
(CONTINUED ON PAGE 23) 





ORDINARY SETS MARK 


April Life Sales 
Rise $486 Million; 
Total $3.6 Billion 


April life insurance sales amounted 
to $3,671,000,000, a $486 million in- 
crease, and brought the total for the 
first four months of 1955 to $13,818,- 
000,000, up 15%, according to LIAMA. 

The April figures do not include 
$1,925,000,000 of new group added to 
the federal employes’ group life pro- 
gram through a revision of the original 
estimate. The program was put on the 
books in November as $6,738,000,000 
written through 161 life companies. 

Ordinary life sales in April were 
$2,486,000,000, increase 14%, for the 
largest April on record. New group, 
excluding the additional federal em- 
ployes’ coverage, totaled $660 million 
in April, up 45%. These figures repre- 
sent new groups set up and not addi- 
tions under group contracts already in 
force. Industrial sales amounted to 
$525 million in April, down 3%. 

In the first four months of the year, 
ordinary sales totaled $9,612,000,000, 
increase 18%. New group life amount- 
ed to $2,076,000,000, up 18% also, not 
including the extra federal employes 
coverage. Industrial sales totaled $2,- 
130,000,000, a 4% rise. 

LIAMA’s figures do not include 
credit policies. 








Reach Agreement on 
Steps for Curbing 
Credit Cover Abuse 


The joint legislative committee of 
American Life Convention and Life 
Insurance Assn. of America has adopt- 
ed a program for legislation and reg- 
ulation designed to deal with abuses 
and other problems in the field of cre- 
dit life and credit A&H insurance. 

The program was worked out by a 
subcommittee on which leading in- 
surers in the individual and group 
credit coverage fields were represent- 
ed. 

Another new development in the 
credit insurance business is the prom- 
ulgation by the New York department 
of a new minimum group creditor 
rate of 60 cents per $1,000. The pre- 
vious minimum was 75 cents. This is 
the third time that the minimum has 
been reduced in New York. The orig- 
inal rate was $1. The next minimum 
rate was 85 cents. 

The ALC-LIA program is given in 
considerable detail in an editorial in 
this issue. 





Nebraska Life Agents 
Elect Lynch President 


J. P. Lynch, Northwestern National, 
Omaha, was elected president of 
Nebraska Assn. of Life Underwriters 
at its annual meeting in Lincoln. 

Ivan Childs, Lincoln National, 
Scottsbluff, was named lst vice-presi- 
dent, and Gilbert Duling, Lincoln Na- 
tional Life, Lincoln, 2nd vice-president. 


fie NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


New Bill May Set 
Permanent Formula 


for Company Taxes 


WASHINGTON—A bill providing a 
permanent formula for federal taxa- 
tion of life companies’ incomes will 
be introduced soon by Reps. Mills of 
Arkansas and Curtis of Missouri, ac- 
cording to reports here. 

Although details of the proposed 
legislation were not available, it was 
understood the bill will be similar in 
some ways and different in others 
from the temporary 614% formula 
which has been adopted on a year-to- 
year basis by Congress. It is expected 
the new bill will receive considerable 
support from the insurance business. 

Reps. Mills and Curtis are holdovers 
from the subcommittee which held 
hearings last year on the _ subject. 
Efforts in behalf of a permanent tax 
formula date to 1947. 





Prudential Disputes 
Statements of Variable 


Annuities Bills Foes 


Prudential has wired Philip J. Tors- 
ney, legislative chairman of New Jer- 
sey Life Underwriters Assn. and 
manager of Metropolitan Life at 
Bloomfield, Hugh W. Long, William 
F. Shelley, Joseph E. Welch and Arthur 
Hausermann, committee of members of 
National Assn. of Securities Dealers, 
Investment Bankers Assn. of America 
and National Assn. of Investment 
Companies, that their jointly signed 
telegram to all New Jersey assembly 
members contained “flagrant misstate- 
ments and misrepresentations” about 
the three bills to permit New Jersey 
life companies to sell variable annui- 
ties. 

The Prudential telegrams, signed by 
Frederick H. Groel, vice-president and 
secretary, termed “totally untrue” the 
statement that the legislation would 
enable insurance companies to sell 
common stocks. The bills contain no 
such provision, the wires said. 

The Prudential wires continued, “We 
decry the implied attack on the ade- 
quacy of state regulation of insurance 
to protect the public in the sale of 
contracts involving the use of life con- 
tingencies. The inconsistency of your 
position is highlighted by Mr. Torsney’s 
statement at the hearing on these 
bills that ‘We are concerned that may- 
be this bill is giving the insurance 
department too much control.’ ” 

It is not true the bills would create 
a federal tax loophole since the U. S. 
Treasury Department has ruled that 
variable annuities are annuities, Mr. 
Groel’s wire said. 

It is logical for New Jersey to lead 
the way in seeing that what now is a 
vacuum in the area of publicity avail- 
able on retirement programs is filled 
in the right pattern, he continued. “No 
one has a constitutional right in this 
state to be protected against competi- 
tion.” 

Discussion of the subject should be 
confined to the facts. In fairness to 
the public and legislature members 
“We request that you correct your 
misstatements,” the telegrams con- 
cluded. 
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N. Y. Agents Still 
Leery of Variable 
Annuily Principle 


State Meeting Consensus: 
Hard to Overcome Loyalty 
to Fixed-Dollar Contracts 


Delegates at the annual meeting of 
the New York State Assn. of Life 
Underwriters at Albany have followed 
news of the variable annuity with in- 
terest but most of them indicated they 
found it difficult to overcome their 
years of training in the sale of fixed- 
dollar contracts. 

Comments from the members were 
invited by Regional Vice-president 
Joseph N. Desmon, agent for John 
Hancock at Buffalo, after he gave a re- 
view of the subject. The vote was to 
leave the matter in the hands of the 
committee headed by Mr. Desmon to 
continue its study. 

The previous evening the general 
committee, the association’s governing 
body, ratified the stand they took last 
November that the variable life in- 
come development should not impair 
the reputation of the life insurance 
business. The committee also reiterat- 
ed its belief that life insurance termin- 
ology should be eliminated from “this 
new experiment in the field of equity 
investments.” 

Spencer L. McCarty, managing di- 
rector of the state association and an 





B. D. Salinger 


A. Stewart Payne 


agent of Provident Mutual at Albany, 
reported that a “Green River” type of 
ordinance had been enacted in a small 
village in western New York. It re- 
quired the registration of any person 
making house-to-house canvasses and 
had been construed as applying to an 
A&H insurance agent. He was required 
to pay a $5 fee for the privilege of 
soliciting business during a six month’s 
period. 

Mr. McCarty reported he had dis- 
cussed the matter with attorneys for 
the Assn. of Towns and Villages and 
the Mayors’ Conference and had per- 
sonally visited the community and 
talked with the mayor and the village 
trustees to be sure he understood their 
problem in enacting the ordinance. Mr. 
McCarty said it was the only case in 
New York state he had ever heard 
of where a vendor ordinance had been 
interpreted as applying to life and 
A&H agents. 

The general committee the previous 

(CONTINUED ON PAGE 22 
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RECORD ATTENDANCE 


Electronic Sessions 
Arouse Top Interest 
at [ASA Convention 


More than 1,600 delegates, repre- 
senting 547 of the 646 member com- 
panies, attended the annual conven- 
tion of Insurance Accounting & Sta- 
tistical Assn. at Chicago this week. The 
program for this year’s meeting, which 
set an attendance record, was modi- 
fied to include not only an emphasis 
on workshop sessions, but also a num- 
ber of panel discussions and seminars 
to provide better prepared subject 
matter and a finer selection of leader- 
ship in the sessions. 

James B. Clancy of Royal-Liverpool 
was elected president to succeed Alvin 
J. Schnese, North American Accident. 
Other officers elected were: vice-presi- 
dents, Gordon W. Thompson, Acacia 
Mutual Life; Paul Judah, Business 
Men’s Assurance; Carl S. Jones, In- 
diana Lumbermen’s Mutual; William 
D. Babcock, Jr., Keystone Automo- 
bile Club Casualty; Charles W. An- 
drew, Jefferson Standard Life; Mat- 
hew Rodermund, Interboro Mutual In- 
demnity, fire director; Richard D. 
Clancy, Liberty Mutual Fore; casualty 
director, Lowell S. Rinehart, Farm Bu- 
reau Mutual Auto; life director, A. F. 
Sanders, Reliable Life, and A & H di- 
rector, Ernest E. McCandless, United 
Benefit Life. 

e e eo 

The three-day convention included 
separate programs for fraternals, in- 
dustrial insurance, group insurance, 
A & H, life and fire and casualty. The 
workshops and panel discussions cen- 
tered around new practices and prac- 
tical solutions to the accounting and 
statistical problems of concern both to 
large and small companies. Some of 
the sessions were informal question 
and answer discussions. 

The sessions on the use of electronics 
in accounting and _ statistical work 
were the best attended. Some sessions, 
originally planned for 150 to 200 dele- 
gates, had to be moved to larger rooms 
to accommodate an audience of 400 
or more. More than a million dollars 
worth of electronic machines were 
displayed by leading manufacturers. 

The electronics sessions were in 
sharp contrast to those at earlier con- 
ventions where manufacturers’ repre- 
sentatives explained the types of ma- 
chines being built and how they could 
be used in the insurance field. Instead, 
men from the various insurance com- 
panies which now use the machines 
or have them ordered, explained why 
they purchased them, the planning 
and training necessary before installa- 
tion and how the machines are used. 

Laddie T. Pelnar, assistant insurance 
director for Illinois, outlined the im- 
portance of the insurance business to 
the state, the nation and world wide 
industry. “A sound, healthy insurance 
industry is best regulated when least 
regulated,” he said. 

e o e 

Mayor H. Roe Bartle of Kansas City 
presented Mr. Schnese with the “gold 
key to the city” in recognition of the 
association’s selection of Kansas City 
as the site of its 1958 convention. He 
urged the improvement of human re- 
lations in business and asked the dele- 
gates individually to concern them- 
selves—beyond their loyalty to their 
respective companies—with the body 





politic of their local communities and 
larger governments. 

Mr. Clancy pointed to the remark- 
able growth of membership in the 
association and the increased attend- 
ance at the conventions as “the best 
evidence of the association’s contri- 
bution toward a solution to the prob- 
lems of the insurance industry.” He 
said that despite the highly competi- 
tive nature of insurance, the associa- 
tion helps its member companies work 
together on common problems. 

The 1956 convention will be held 
at the Hotel New Yorker in New York 
City, May 14-16. 


Link New President of 
Colorado Association 


Colorado Assn. of Life Underwriters 
elected Robert E. Link, Acacia Mutual, 
Colorado Springs, president at _ its 
annual meeting in Colorado Springs. 

Other officers are Carleton Bowman, 
Minnesota Mutual, Denver, vice-presi- 
dent; James D. Kester, American Re- 
serve, Greeley, secretary-treasurer, 
and C. E. Childs, Minnesota Mutual, 
Denver, national committeeman. 

At the business session an increase in 
association dues from $1 per year to 
$2 per year was voted. 

Speakers at the sales congress were 
Robert L. Walker, Peninsular Life, 
Orlando, Fla., president of NALU; 
Hugh S. Bell, Equitable of Iowa, 
Seattle; Lowell Davis, Provident 
Mutual, Hartford, and W. W. Smith, 
Metropolitan, Rutherfordton, N. C. 

Messrs. Walker and Bell also ad- 
dressed a meeting of the Colorado 
General Agents & Managers Assn. 








Over-Eager Lobby Delays 
Fla. Anti-Tontine Bill 


A barrage of letters and telegrams 
supporting a bill to prohibit sale of 
tontine or so-called “jackpot” life pol- 
icies in Florida has caused the senate 
to delay action by sending the proposal 
to the judiciary committee for further 
study. 

Sen. Lord, chairman of the insur- 
ance committee which sponsored the 
bill, estimated 10,000 messages were 
received. Sen. King said he received so 
many communications that it made him 
“suspicious.” 

Sen. Shands read a letter, purported- 
ly signed by an insurance company 
director, urging all policyholders and 
stockholders to write or wire senators 
atte expense to support the 

ill. 


‘ Insurance Commissioner’ Larson 
does not permit sale of “jackpot” 
policies, but his authority to ban them 
is doubtful under present law. 





St. Paul Life Agents 
Elect Mischke President 


ST. PAUL, MINN.—New officers of 
the St. Paul Life Underwriters Assn. 
are Herbert F. Mischke, Equitable Life 
of Iowa, president; Robert L. Uthe, 
Penn Mutual, first vice-president; J. 
Peter Devine, Occidental Life, Cal., 
second vice-president, and William H. 
Nelson, Massachusetts Mutual Life, 
Hale D. O’Malley, Guardian Life, and 
Leo D. Wells, Equitable Society, di- 
rectors. 





Conover Now A&H Manager 


Union Casualty & Life has appointed 
John H. Conover manager of the A&H 
division. 

Mr. Conover, in insurance for 25 
years, has been director of A&H sales 
of Guarantee Mutual Life of Omaha. 
He previously had been assistant sec- 
retary, A&H division, of Security 
Mutual Life of Binghamton. 


Gloves Off in 
Variable Annuity 
Battle in N. J. 


NEWARK—Aroused by distorted 
statements made by securities dealers 
about the proposed variable annuity, 
Prudential is taking steps to answer 
these critics in a way that will leave 
no doubt as to the exaggerated nature 
of some of their assertions. 

Prudential is particularly incensed 
at a letter sent out by the National 
Assn. of Securities Dealers to its mem- 





Later developments, including tele- 
grams sent by Prudential to New Jer- 
sey Assn. of Life Underwriters and 
the investment organizations, are re- 
ported on page one. 





bers in New Jersey, urging opposition 
to the bills in the New Jersey legisla- 
ture that Prudential needs if it is to 
issue variable annuities. 

The bills failed to get the necessary 
number of votes in the Republican 
(majority) party caucus Monday. It 
was hoped that the caucus would bring 
the bills out for vote in the assembly 
but there were so many absent or not- 
voting members that the bills are still 
pending. 

e e * 

This diminishes considerably the 
chance of their passage before the ex- 
pected June recess but Prudential 
has not given up hope of early enact- 
ment. As is usual when the majority 
is of one party and the governor of 
the other, the legislature will recess 
but not adjourn this summer, so the 
bills will stay on the agenda. 

The letter sent out by National Assn. 
of Securities Dealers to its members 
in New Jersey read as follows: 

“In effect these bills would put the 
life companies in the business of sell- 
ing common stocks to the public, with 
a tax advantage so great that brokers 
and dealers could not possibly com- 
pete, and with the added advantage 
that their issuance and sale would not 
be subject to any federal regulation 
or advertising restrictions... 

“The purchaser of a variable annuity 
assumes all the risk with respect to 
value and income. The insurance com- 
pany assumes no such risk.” 

The association said there was no 
economic need for the move and that 
no public interest would be served. 

Prudential’s position is that people 
don’t have to buy the variable annuity 
but if it is a good thing why shouldn’t 
the public have a chance to buy it? 

While the panicky reaction of the 
securities dealers is an unintended 
tribute to the sales appeal of the vari- 
able annuity, the NASD letter’s ref- 
erence to “selling common stocks to 
the public” ignores what President 
Carrol M. Shanks of Prudential told 
the New Jersey assembly’s business 
affairs committee about the operation 
of a variable annuity. Mr. Shanks made 
it clear that the variable annuity is 
not a way of selling common stocks to 
the public and that there would be 
such penalties for withdrawal from a 
variable annuity accumulation plan 
that it could not be considered in any 
way a means of getting into and out of 
the stock market. 

e @ e 


Actually there is no more reason for 
regarding a variable annuity as sell- 
ing stocks to the public than for re- 
garding a regular annuity as a means 
of selling bonds and mortgages to the 
public. 

Mr. Shanks also made it clear at the 
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ALC, LIA ACT 


Seek Easing of A&H 
Payment Reporting 


for Tax Purposes 


WASHINGTON—American Life 
Convention and Life Insurance Assn 
of America have recommended ty 
the commissioner of internal revenye 
that the proposed internal revenye 
service regulations for reporting anq 
withholding the tax on A&H insur. 
ance proceeds paid to employes be 
amended to ease the resulting burden 
on employers. 

The recommendation requests care. 
ful reexamination by the internal rey. 
enue service of its proposed require. 
ment that employers make year-end 
reports of all A&H payments whether 
or not the payments are tax exempt, 
No true auditing benefits are derived 
by the Treasury from the reporting 
of amounts which are obviously tax 
exempt, ALC and LIA said. 

The recommendation presented to 
the commissioner makes three other 
suggestions: 

@ Elimination of references to “tem- 
porary” absence from work. This js 
in line with a previous recommenda- 
tion that wage continuation plans 
should not be limited by a period of 
duration. 

® Omissions of requirements that re- 
troactive witholding adjustments be 
made after the employe establishes 
his entitlement to the exclusion from 
tax for wage continuation benefits. In 
this case, the employer would have 
“over-withheld” prior to establish- 
ment of the employe’s right. The em- 
ploye thus would eventually receive 
a tax refund. The bookkeeping re- 
quired for withholding the adjustment 
seems unnecessary, ALC and LIA said. 
® Addition of language permitting 
flexibility in insurance company re- 
porting to employers. Under the pro- 
posed regulations, insurance compa- 
nies would be required to report to 
employers when payment is made to 
the employe. The amendments re- 
quested would require such reporting 
only where the information is required 
of the employer and would allow, as 
an alternative, cumulative reporting 
at the end of the year rather than as 
payments are made. 

The life company organizations re- 
quested a hearing on the suggested 
changes. 








hearing that the supposed tax advant- 
age the life company would enjoy is 
probably more apparent than real. He 
offered to supply detailed technical 
information on this point, saying that 
when all the facts were taken into con- 
sideration it would be found that there 
was no tax advantage. 

Thus, the National Assn. of Securi- 
ties Dealers has not only made an un- 
supported statement about the vari- 
able annuity’s tax advantage but has 
unwarrantedly implied that the vari- 
able annuity is so similar to the sale 
of common stock that it would drive 
the securities dealers out of business. 

The NASD letter’s reference to the 
variable annuity’s not being subject to 
federal regulation or advertising res- 
trictions overlooks the extremely close 
and strict state supervision that 
company operations are subject to in 
general and the special _ restrictions 
that the New Jersey bills would pro- 
vide in the way of legislation and in- 
surance department regulation for the 
proposed variable annuity. 
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North American Re 
Rates Women Risks 
Down Three Years 


Move Stirs Speculation on 
Possible General Adoption 
Of Dual Premium Levels 


NEW YORK—North American Re- 
assurance this week announced a new 
scale of reinsurance rates between 15 
and 16% below the previous scale and 
giving women a 3-year “rating-down” 
as compared with men. For the range 
of women risks between 18 and 70 this 
amounts to a reduction of about 17% 
as compared with men. At the import- 
ant reinsurance ages between 40 and 
10, the reduction is from 15 to 25%. 

The reduced female risks apply only 
to standard risks and to substandard 
risks subject to flat extra premiums. 
Available statistics tend to show some 
differences by sex for other types of 
impaired risks but the statistics are not 
sufficiently conclusive to justify a dif- 
ference in premium rates for types 
other than those subject to flat extra 
premiums. 

President Archibald H. McAulay of 
North American pointed out that it 
has long been customary to charge 
women a higher annuity rate than men 
because of their greater longevity but 
the smaller average size of life insur- 
ance policies sold to women has almost 
entirely prevented any reflection of this 
better mortality in the rates charged. 

Since reinsured policies tend to be 
larger than the general run of policies, 
the average policy size on female risks, 
while still somewhat smaller than for 
male lives, is large enough to substan- 
tiate North American’s rate reduction, 
Mr. McAulay said, even though not 
for the same 5-year difference that is 
usually charged on annuities. 
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Mr. McAulay said North American is 
convinced that there is tremendous 
market for insurance on the lives of 
women, particularly in community 
property states, to take care of estate 
tax liability. This should result in 
boosting the average size of policies 
written on women and possibly doubl- 
ing the amount in force on women in 
the next few years. 

Another factor, Mr. McAulay said, 
is the recent New York insurance de- 
partment ruling that companies may 
grade their rates per $1,000 by size of 
policy, Thus, a company might charge 
the same rate for women up to a cer- 
tain minimum amount and above that 
charge them less than men would have 
to pay for a similar amount of cover- 
age. 

The same consideration would justify 
acompany issuing a special policy with 
a fairly substantial minimum amount. 
It could charge less for women than for 
men, even though on the regular line 
of policies no distinction in rate were 
Made between the sexes. 

Announcement of North American’s 
move has aroused considerable specula- 
tion as to what effect it may have on 
companies that cede business to North 
American. An obvious possibility, of 
course, is that some companies may re- 
flect the reinsurance rate differential 
In the rate charged the policyholder. 

Thus far, there has been little tend- 
ency to give women the benefit of their 
greater longevity in pitching rates for 
female applicants. Several years ago, 
Great-West Life put out a special par- 
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ticipating policy for women on a more 
favorable basis than for men. More re- 
cently Northeastern Life of New York, 
a company that sells no policy for less 
than $5,000, announced a special low 
rate for women. But in general, the 
relatively smaller average size of wo- 
men’s policies has served to discour- 
age attempts to insure them at lower 
rates that would reflect their better 
mortality. 

The availability of reinsurance at a 
reduction of around 17% from the male 
rate, however, should stimulate addi- 
tional companies to offer life insurance 
to women at reduced rates. If this 
should happen to any considerable ex- 
tent, it might well mean that companies 
generally would have to follow suit or 
else, for all practical purposes, bow out 
of the women’s market. 


$5 Million Capital Raise 


by Washington National 


Washington National stockholders 
by unanimous vote on May 18 ap- 
proved an increase in capital from $10 
million to $15 million, effected by a 
surplus transfer. 








Kesling Heads New Texas 
Agency of N. W. National 


Devon E. Kesling has been named 
manager of a new Northwestern Na- 
tional Life north Texas agency, with 
headquarters at Fort Worth. The name 
of the former Texas state agency, with 
Houston headquarters, has _ been 
changed to the Gulf Coast agency. 
Mitchell Cantrell continues as manager 
of the Gulf Coast agency, and Hadley 
V. Jackson assistant manager. 

Mr. Kesling joined Northwestern 
National in 1950 and three years later 
entered the field management training 
program at Dallas. 


Ohio Federation 
Reelects Grinstead 


L. H. Grinstead, president of Beacon 
Mutual Indemnity, was reelected as 
president of Insurance Federation of 
Ohio at the annual meeting. Mr. Grin- 
stead is also president of National 
Assn. of Independent Insurers. Chosen 
as vice-presidents and chairmen of the 
federation’s segment committees were 
Lewis E. McBride, central Ohio man- 
ager U. S. F. & G., and F. & G.,—cas- 
ualty and surety; Carl Mitcheltree, 
president Columbus Mutual Life,—life; 
H. P. Young, who heads the agency 
bearing his name,—fire, all of Colum- 
bus, and W. G. Alpaugh, president 
Inter-Ocean Ins. Co.—A&H Cincin- 
nati. 

Homer Trantham, executive secre- 
try-counsel of the federation, resigned 
to devote more time to his law prac- 
tice. He has served the federation as 
executive head and counsel for 25 
years. 


300 Attend Arkansas 


Annual, Elect Camp 

More than 300 delegates attended 
the annual sales congress of Arkansas 
Assn. of Life Underwriters at Little 
Rock and elected O. Worth Camp, 
First Pyramid Life, El Dorado, presi- 
dent. 

Other officers elected are E. Allen 
Kent, First Pyramid Life, Jonesboro, 
C. C. Ratcliff, Union Life, Suttgart, 
and W. C. Morton, Aetna Life, Fayette- 
ville, all vice-presidents; James E. 
Johnston, Equitable Society, El] Dora- 
do, secretary-treasurer, and C. Everett 
Nix, National L. & A., Little Rock, 
national committeeman. 


<The 
COMMONWEALTH 
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COMMONWEALTH LEADS THE 
FIELD IN KENTUCKY 


Official figures from the State Commissioner of Insurance 
show that Commonwealth Life now has more individual 
life insurance in force in Kentucky than any other com- 


pany. 


It should be noted that of the 135 life insurance companies 
operating in Kentucky, 24 have been in business in the 
State longer than Commonwealth—with half of these 24 
having at least a 20-year “head-start”. 


Congratulations to the more than 500 Commonwealth 
Careermen in Kentucky for this splendid achievement. 


INSURANCE IN FORCE, MAY 1, 1955—$826,305,517 
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Home Life Opens 
Western Division, 
Walsh Is Manager 


Home Life of New York has esitab- 
lished a western sales’ division for 
agency develop- 
ment with Vice- 
President John F. 
Walsh as head. His 
headquarters are 
in Los Angeles. He 
will assume re- 
gional responsibil- 
ity for expansion 
of both ordinary 
and group  busi- 
ness. 

Mr. Walsh has 
been with the 
company more 
than 25 years. In 1950 he became vice- 
president and manager of agencies, 
and last year he was named vice- 
president. 

The division will include the Los 
Angeles-Chapman, Los Angeles-Shill- 
ing, San Francisco, Salt Lake City, and 
Denver agencies, as well as all new 
agencies opened between Denver and 
the west coast. Plans call for the ac- 
tive development of a number of new 
agencies, principally in the more heav- 
ily populated areas of California and 
the Pacific northwest. 


Liberty Life Dedicates 
$2,500,000 Home Office 


on 50th Anniversary 

Liberty Life dedicated its new $2.5 
million home office building on a 12- 
acre plot near Greenville, S. C., at the 
beginning of the company’s 50th an- 
niversary celebration and nine-day an- 
nual convention. 

President Francis M. Hipp officiated 
at the cornerstone laying. Microfilm 
copies of important documents, tracing 
the company’s history, and statements 
written by prominent persons of South 
Carolina were placed in the corner- 
stone. Acting Insurance Commissioner 
Kelly and Dr. Donald S. Russell, pres- 
ident of the University of South Caro- 
lina, spoke. 





John F. Walsh 
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The four-story, air-conditioned 
building is the largest single structure 
in the state and is done in a contem- 
porary style of architecture. Two 
wings form a “T” shape with 117,000 
gross square feet. Designed from the 
“inside out,” with large open work 
areas having 32-foot clear spans, the 
structure is built of gray glazed-sur- 
face brick with limestone and marble 
coping, steel framed windows, alumi- 
num sunshades, asphalt and vinyl] floor 
covering, terrazzo and travertine mar- 
ble flooring, movable steel partitions, 
steel and aluminum doors, terracing of 
auarry tile and stone, and accoustical 
tile ceilings. Facilities include a cafe- 
teria with kitchen, staff library, in- 
firmary, lounges and large parking 
areas. 


Minnesota Mutual Issues 
New. Lost Cost Policy 


Minnesota Mutual has introduced an 
extremely flexible, low cost policy 
named the “North Star 75”. The policy 
honors the emblem of Minnesota and 
also the company’s 75th anniversary. 

Premiums during the first 10 years 
are 40% of the ultimate premiums. In 
addition to low cost, the plan has 
liberal prepayment and _ conversion 
features to make it attractive to a 
large class of buyers. 
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New Ideas on Retirement Policies 
Given by Johnson at Sales Congress 


Any person with an income running 
near $10,000 or upwards is tax con- 
scious, and anybody worth, including 
life insurance, more than $60,000, the 
federal estate tax exemption, is a “sit- 
ting duck on the tax pond” because he 
can visualize the inroad of taxation 
upon his estate unless he has plenty 
of life insurance arranged with good 
advice, Dwight G. Johnson, vice-presi- 
dent in charge of life insurance of 
Herkness, Peyton, Bishop, Inc., Con- 
tinental Assurance general agency, 
Philadelphia, said at the Baltimore- 
Washington sales congress. Using an- 
alogy to liken prospects for insurance 
to his favorite targets in duck hunting, 
Mr. Johnson pointed out many ap- 
proaches to prospects for estate plan- 
ning and life insurance. 

An agent can say to almost anyone 
in those financial classes: “High taxes 
have made it difficult, if not impossible, 
to save enough to provide the kind of 
an income you will want and need to 
retire, and when you start trying to 
live on that income, you will have 
income taxes to pay on it.” 

The retirement income plan, how- 
ever, will provide the income needed 
for half the savings the client would 
have to make by any other means, and 
much less of such income will go for 
income taxes because of special con- 
sideration given retirement income de- 
rived from insurance by the revenue 
act as revised in 1954. Meanwhile the 
client will have obtained protection for 
his family without cost because the 
cash value on the retirement income 
policy will have exceeded the premium 
payments. That is the essence of the 


sales talk for retirement income in- 
surance he said. 

He suggested that the agents refer 
questions of how taxes apply to an- 
nuities or retirement income to the 
actuarial department in the home 
office. They are trained for and paid 
to do that job, the agent should sell 
insurance and let them do it, he said. 

The Mallards on a foggy morning, 
he said, are those elaborate programs 
set up by the professional underwriter, 
trained by the large institutional com- 
panies to work out all the angles in 
great detail for the grandchildren, but 
often without adequate funds for taxes. 
The experts often get the programs so 
complicated they forget the first es- 
sential of paying taxes or haven’t 
bothered, as the policyholder increased 
his wealth, to take care of that greater 
requirement—the _ disproportionately 
accelerating requirement for tax funds, 
he said. He believes he gets enough 
business every year to make his com- 
pany’s production club on just this 
neglected factor from the policyholders 
of other agents who are considered 
successful. 

There are the cases where old poli- 
cies with liberal settlement options are 
being used for taxes. This is a mistake 
he finds in about half the cases where 
he is told some analyst has everything 
all fixed up. It is wasteful to pay taxes 
with an old 342% policy, he said. 

Mr. Johnson noted that the new law 
gives special exemptions to widows. 
The first $1,000 of interest each year 
is free of tax as part of an installment 
payment. And widowers get the same 
break on their wives’ insurance. 








He advised that agents sell term in- 
surance to supplement investments, 
especially if series E or F bonds are 
held for taxes. Then convert as the 
bonds mature to single premium or 
discounted premium limited payment 
policies. Or show term insurance with 
an investment plan, he said. Most in- 
vestment plans will not be carried 
through or will fail to produce antici- 
pated results; then term can be con- 
verted, generally to endowment. 

For many years one of Mr. Johnson’s 
favorite targets was policies which 
were owned by insured when the 
family had income or when gifts could 
be made to the family. Under the new 
internal revenue code this hunting 
has been improved, he said. It is now 
possible for insured to pay the pre- 
miums but to give up all incidents 
of ownership and thereby have the 
proceeds of policies excluded from 
his estate. The agent can go as far 
as the annual gift tax exemption on 
the premiums involved, or perhaps 
a little further if the life time exemp- 
tion has not been exhausted. But, 
Congress may change this picture since 
it is always looking for easily collecti- 
ble taxes he warned. 

Mr. Johnson said if he were advising 
a client on such a transfer, he would 
tell him to use fully paid policies or 
to buy single premium for this purpose. 
To be safe on annual premium poli- 
cies, he feels insured still should give 
the money to the assignee and let her 
pay the premiums rather than doing 
so himself. Any program predicated 
on this liberalization in the tax law 
has inherent dangers, and a warning 
to a client contemplating its applica- 
tion to future annual premiums is a 
professional obligation. 

He warned agents not to miss the 
families where the husband and father 
may have good earnings but the wife 
has the capital. Mr. Johnson said he 
missed one where the client had been 
handled to his satisfaction but Mr. 
Johnson forgot that, having had him 
make gifts to his wife, she might die 
and there would be taxes against her 
estate. The client sat out in Illinois 
for more than two years before he 
remembered and went back and wrote 
$35,000 worth of insurance. 

Suppose to keep control in adult 
hands, policies have been assigned to 
the wife with children named as bene- 
ficiaries to avoid taxation in the wife’s 
estate as well as that of insured. This 
leaves the wife liable for a gift tax on 
the proceeds received by the children 
when insured dies. The assignee and 
the beneficiary need to be identical, he 
noted. 

Some time ago Mr. Johnson said he 
had a case where the client’s estate, 
after giving away $1 million and pay- 
ing gift taxes, still had a liquid capital 
of $1.2 million. From that he provided 
him an estate of $500,000 and used 
$690,000 to buy annuities which will 
produce an income after taxes greater 
than that which he would have re- 
ceived on the investment of the en- 
tire original capital in high grade se- 
curities. Cases of his kind have run 
all the way from a $14,000 annuity 
to this top case, he said. 

In these cases the gift tax is always 
less than the estate tax and inheritance 
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tax is also saved on gifts. This is spe. 
cially important for collateral heirs 
Income tax also is largely eliminateg, 

A variation, Mr. Johnson went on, is 
an employment contract to protec 
salary derived from a personal busi. 
ness turned over to children by the 
proprietor with his other assets put 
into annuities. He said he did that 
for a wholesale grocer with four sons 
and then sold the sons partnership in- 
surance. 

One of the best sitting ducks js 
juvenile policies as gifts. In such cases 
agents should be sure all rights are 
assigned by the applicant or original 
beneficiary to the child. That means 
the values are frozen until the child 
reaches majority, but people interesteq 
in gifts of this kind accept that as an 
advantage. On this idea Mr. Johnson 
said he once wrote two $150,000 30-. 
payment life cases and recently he had 
a pair on which annual premium re. 
tirement annuities were issued. 

The greatest mess of misinformation 
anywhere in insurance is in business 
insurance cases, partnership, and stock 
purchase plans in small places. People 
don’t know and the agents who sold 
the cases, because they were not 
specialists, either unwittingly or greed- 
ily, deceived their policyholders. A lot 
of concerns buy such policies believing 
the premiums to be tax deductible or 
chargeable as a business expense. This 
is absolutely wrong, he said. Correc- 
tion of this situation will develop 
business. 

The easiest cases to reopen are part- 
nership interest purchases, he said. The 
agent can ask: 

Why take out money from a business 
after taxes to pay for insured’s own 
interest? Why not buy personal life 
insurance and let the partnership in- 
terest sell for what it may bring in 
cash or installments? 

Turning to bank loan insurance, Mr. 
Johnson said that although he wants 
nothing to do with it, he grants that 
it may be sound where the need of 
such protection is clear and evident; 
insured has sure prospects for in- 
creased income or capital, presumably 
by inheritance; the reduction of net 
insurance protection as the loans in- 
crease will be offset by reduced need 
or by increased capital other than in- 
surance; or insured is not stretching 
his credit too far in the years before 
the cash values approach the amount 
of the outstanding loan. 

If these circumstances prevail, pos- 
sible bank loan insurance can be finan- 
cially attractive as an investment, the 
insurance needs can be met while util- 
izing the money usually required for 
premiums for other purposes, and the 
loan will be substantially self-liquidat- 
ing. It is to be admitted also, he went 
on, that insured has obtained the per- 
manent benefit of lower rates effective 
at present age, has avoided the risk of 
uninsurability in the future, and can 
convert to permanent protection by 
clearing up the bank loan whenever 
his income or liquid position permit. 

Mr. Johnson said that life agents 
should concentrate on what is to be 
enjoyed by the client or his heirs and 
disregard taxes and, at the same time, 
forget all about the gimmicks which 

(CONTINUED ON PAGE 20) 
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LIFE INSURANCE EDITION 


What is the man who sells Living Insurance doing here? 


He’s not bird-watching. This man who sells 
Living Insurance is giving many hours of his 
spare time to a great civil defense organiza- 
tion — the Ground Observers Corps. 

Again and again where good neighbors 
share the load in community projects — Red 
Cross, PTA, Community Chest and many 
others — the Man from Equitable is a willing 
volunteer. After work, he shows the same 
spirit of service that marks his business day. 

As a life underwriter, he spends his work- 


ing hours thinking of others — their hopes, 
their fears, their plans for their children and 
for their own future. The Man from Equitable 
shows them how to turn these dreams into 
happy reality — with Living Insurance. This 
is a modern insurance that stresses benefits 
for the living. Benefits for the policyholder 
himself while he lives. If he dies, benefits for 
the family who lives on after him. 

This concept of Living Insurance is dy- 
namic—a real aid that simplifies the work of 


the Life Underwriter. It is a positive ap- 
proach to selling that can lead to constantly 
increasing success in building sales volume. 

And in making his daily calls the Man from 
Equitable can count on a return that is more 
than money. It comes from the knowledge 
that more and more families live without 
fear of the future because of the Living 
Insurance he has sold them. 

This is the big reward of service — a re- 
ward that makes hard work worthwhile. 


THE EQUITAB LE LIFE ASSURANCE SOCIETY OF THE U. S. 


Home Office: 393 Seventh Avenue, New York 1, N. Y. 
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Says to Eye Complaints 
of A&H Policies to Find 


If Provisions Proper 


New York state insurance depart- 
ment examiners were told by Sidney 
Michaelson, chief of the policy bu- 
reau, that while a scrutiny of A&H 
provisions other than the standard 
provisions is an important safeguard, 
a more effective test of the propriety 
of such provisions lies in a careful 
review of the treatment of policy- 
holders. 

The nature and frequency of the in- 
quiries and complaints made by A&H 
policyholders to the department pro- 
vide an effective means of determin- 
ing whether policy provisions were 
clearly understood by the insured at 
time of purchase and were properly 
interpreted and applied by insurer. 

Mr. Michaelson said that the extent 
of policyholder complaints may in- 
dicate the need for a full field exam- 
ination of the company’s claim adjust- 
ment file and if such an examination 
reveals evidence of undesirable post- 
claim underwriting practices this 


evidence will be of material assist- 
ance in the development of recom- 
mended changes in policy wording. In 
some cases the form may be with- 
drawn entirely. 


Madison A & H Men 


Install Officers 


New officers installed by Madison 
Assn. of A&H Underwriters at the May 
meeting are Hugh G. Raymond, presi- 
dent, M. J. Bending and Harold Fair, 
vice-presidents; Barbara Salisbury, 
secretary; Charles B. Stumpf, Clarence 
Kroneman, Robert Behrens, Brace M. 
Stahl, Harry G. Bronson and Richard 
V. Bruns, directors. 

Charles H. Gilbert, president of the 
Wisconsin association, spoke on selling. 
The annual state meeting and sales 
congress will be held Aug. 19-20 at 
Milwaukee Elks Club. 


A & H Prober in New Job 

Jim Miller, who has served as coun- 
sel to the Senate judiciary committee 
for several years and has been identi- 
fied with Sen. Langer’s committee 
investigations of mail order and credit 











“Don’t take a bath!”’— 


presents a believable argument 
for accident and sickness protec- 
tion by pin-pointing the perils 
most people face every day. And 
Occidental agents and brokers 
using this new visual motivator 
will have better prospects for the 
sale of Occidental’s popular new 
line of A & S plans. 
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“WE PAY AGENTS LIFETIME RENEWALS... THEY LAST AS LONG AS YOU DO” 


life insurance, has been appointed as- 
sistant U. S. attorney for the southern 
district of Indiana with headquarters 
at Indianapolis. 


L. & N. Strike Settled; 
Railroad Pays All the 
Cost of A& H Plan 


The Louisville & Nashville railroad 
under the terms of a referee’s decision 
will pay the entire cost of the health 
and welfare plan which was the basis 
of a prolonged strike. The other rail- 
roads participating in the plan, which 
is underwritten by Travelers as the 
lead company, share the cost equally 
between the railroad and the employes, 
but when this was attempted with the 
L. & N., the railroad said it could not 
under Kentucky law require payroll 
deductions of its employes. The same 
issue is being tried in other courts 
where the employes have filed for in- 
junctions to prevent the company from 
deducting from salaries. The referee’s 
decision in part was based on this 
situation. 

Under the Travelers national plan, 
the monthly cost is $6.80. The L. & N. 
is paying all of this. 








A & H Programming Urged 
by Osler at K. C. Meeting 


Life agents have not begun to learn 
anything about programming A&H, 
and company courses are doing virtu- 
ally nothing to teach them how to do 
it, R. W. Osler, vice-president, Rough 
Notes Co., Indianapolis, told Kansas 
City Assn. of Underwriters. 

“The vast majority of agents are 
selling A&H as an afterthought,” he 
declared, “sticking it in the proposal 
as an unrelated item. I’d like to make 
a bet that there isn’t a life insurance 
man in this room who could tell me 
how to use A&H in the program clean- 
up fund, how to use it in the emergency 
fund, how to set up a readjustment 
A&H program. There are probably not 
even many who have ever sold a mort- 
gage insurance policy; and the mention 
of business disability insurance to a 
life man brings on a blank stare. 

“We do a lot of bragging about the 
increase in A&H premium income since 
the war, but what kind of a selling job 
are we doing? We’re pushing nickel 
and dime coverages, making little ef- 
fort at all to give the public integrated, 
coordinated income insurance pro- 
grams to protect them against death, 
old age, and disability. Until we start 
giving them real programming service, 
A&H can expect to face continued crit- 
icism ‘and pressure for social insur- 
ance.” 


A &H Group at St. Louis 


Elects McCullom President 


Edward J. McCullom, American Life 
& Accident, is the new president of 
A&H Underwriters Assn. of St. Louis. 
He succeeds R. L. Macher. 

The other new officers are: Vice- 
president, William Steinlage, Sterling; 
secretary, John Lewis, Mutual Benefit 
H. & A., and treasurer, Claude Reno 
Jr., World. 








Mock Being Honored 


General agents of National Accident 
& Health are observing May as presi- 
dent’s month and are conducting a spe- 
cial production campaign to set a 
new monthly record in honor of 
President T. W. Mock, who observed 
his birthday May 21. A permanent 
memento will be presented to every 
producer taking part in the effort. Mr. 
Mock has been president five years. 


Monarch Non-Can Leader 


Monarch Life, leading writer of non- 
cancellable A&H in 1954, was inad- 
vertently omitted from the list of lead- 
ing non-can companies that appeared 
in the May 6 issue. Monarch had writ- 
ten premiums of $13,410,503 and losses 
incurred of $6,094,774. 
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Chicago A&H Assn. 
Holds 30-Year Dinner 


Nearly 100 members and gu 
among them company executives, 
heads of allied associations and offj. 
cers of International Assn. of Agy 
Underwriters, gathered recently jp 
Chicago to celebrate the 30th anny 
dinner of Chicago A&H Assn. 

Although there were no formal 
speeches, William G. Manzelmann, og 
North American Accident, president 
of the Illinois association and immed. 
ate past president of the Chicago asso. 
ciation, expressed a few words of ap. 
preciation to the members of the ex. 
ecutive board and introduced Roy § 
Davis, Illinois Mutual Casualty, Peoria, 
immediate past president of Illinois 
association, who spoke briefly. 

There was professional - entertain. 
ment both at the cocktail party and the 
dinner. Robert L. Seiler manager Pay] 
Revere Life, was chairman of the af. 
fair. 


Hold Breakfast Meeting 


Washington Assn. of A & H Un. 
derwriters held a managers and gen. 
eral agents breakfast May 26 in Se. 
attle with H. C. Horn, who has been a 
million dollar producer for BMA 
11 consecutive years, as the speaker, 
Presidents of domestic companies en. 
gaged in A & H were honored at the 
meeting. 


A&H Men Elect at Columbus 
Columbus (O.) Assn. of A&H Under- 
writers has elected Robert M. Best 
president. Calvin Curtis is vice-presi- 
dent and E. E. Emsyler, secretary. 














Organize New Life 
Company in Mobile 


Loyal American Life will be org- 
anized in Mobile with a paid-in cap- 
italization of $1.5 million. 

President will be Jimmy Faulkner, 
Bay Minette weekly newspaper pub- 
lisher and runner-up in last year’s 
gubernatorial race, who said all stock 
has been subscribed. He said it is the 
largest initial capitalization of any 
insurance company ever organized in 
the southeast. 

Incorporation papers were to bk 
filed with a paid-in capitalization of 
$500,000. The officers are scheduled to 
immediately issue 400,000 more shares 
for a total of $1 million. 

K. C. Godshalk, Mobile, is vice- 
president in charge of the home office. 
The company expects to begin writing 
policies in five weeks. 





Occidental, California 
Makes Group Changes 


Several group changes have been 
made by Occidental Life of California. 

Robert E. French and A. J. Occhi- 
pinti have been named regional man- 
agers in Philadelphia and New Or 
leans, respectively. 

Named assistant regional managers 
were Jean P. Charlebois, Montreal, 
Robert L. Bevis, Los Angeles; and 
George E. Fenzel, Pittsburgh. 

Robert B. Hall, Los Angeles, was 
promoted to associate regional mal- 
ager. 

A new group office has been opened 
in Richmond, Va., with Dayle 
Vaughan in charge. 


Kuehn Heads New Pru Agency 

Prudential has opened an additional 
office at Sheboygan, Wis., headed by 
Heinz Kuehn. He has been with Pru- 
dential in Milwaukee since 1951. How- 
ard A. Forrey is manager of the other 
Sheboygan office. 








The August C. Hansch agency of 
Mutual Benefit Life, Dallas, reached 
its $1 million first year sales qu 
seven months ahead of schedule. 
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e e New Business __In Force New Business In Force New Business In Force 
- | 1954 Wisconsin : : 
Zurich Life .........000 1,000 2,000 So. Slovic Benevolent 80,250 1,675,250 Natl. Postal Trans. Assn. 20,000 1,868,000 
er (G) 6,000 138,500 Baptist Life Assn. .... 89,530 "184,251 Natl. Slov. Soc... 33,212 412,558 
. Total Ord., ’54 ........ 611,995,927 4,937,763,367 Catholic Foresters .... 2,473,100 40,163,275 Polish Natl. Al. ........ 410,200 8,039,886 
1 gu esu ts iste or Total Group ’54 ........ 261,818,966 1,637.394,141 Concordia Mutual .... 252,500 1086629 Polish Cath. Un. ....... 119,750 3,071,505 
a Total Ind. °54 ........ 31,487,257 476,372,552 Croatian Cath. neu. sun stoi 419,083 Al. Polish Women’s .... 71,250 1,720,608 
Cutives, a All Classes ’54 _.. 905,302,150 7,051,530,060 Croatian Fraternal .. 76300 -2,061'026 Royal Arc. Council 396.504 
and offi. if C Total Ord. ,’53 ........ 567,067,868 4,621,950,713 Czech. Society ............ 3,000 134,943 Royal League .... “ a eat 
of A&H j é ompanies Total Group '53 .... 271,360,849 1,506,157,407 Danish Brotherhood 21,375 624,125 Royal Neighbors “ Sane _ 
Total Ind. '53 «00 32,793,192 '471,878,424 Honor Protec. Assn. .. 250,500 2,608,802 Slovak Cath. Sok. .... , 179, 
ently jp E All Classes '53 ....... 871,221,909 6,599,986,544 Farband-Lafar  ............ 14,600 315,746 Slovak Gym. Un. ....... 10,000 6,167,870 
h All figures are for ordinary un- 1st Cath. Slov. Ladies 89,500 1,609,986 Slov. Nat. Ben. So. .... 181,500 2,588,975 
annual 1 designated (G) for group or , FRATERNALS 1st Cath. Slov. Un. . 53,000 1,267,691 Sons of Norway ....... 41,500 1,539,888 
ess F Aid Assn., Lutherans 22,629,654 191,500,963 Cath. Carniolian Slov. 108,600 2,530,050 Verhovay Fraternal .... 18,500 470,807 
. fo (I) for Industrial. New business Catholic Family ......... 3,663,300 31,888,015 Greater Beneficial .... 103,250 1,206,900 Western Bohemian .... 364,431 9,334,697 
Tmal include busin revived Catholic K. of Wis. .... 8,442,950 52,367,084 Cath .Workman oc, ccscsesseeee 32,750 Woman’s Ben. Assn. 144,956 3,386,489 
mang. | Meures Inciuce business , Employe'’s Mutual ... 2,390,500 36,029,903 Knights of Columbus 1,814,087 21,920,748 Women’s Ca. Forest. 1,424,311 18,417,001 
<a and increased as well as new busi- Equitable Reserve ...... 2,141,540 36,544,293 Ladies’ Cath. YC ee 29,680 Woodmen Circle ......... 25,000 763,661 
president Federation Life ... 284,223 Lith. Cath. = pea 5,000 1,643 Wood. of the World .... 262,200 2,558,450 
immed.|  2¢Ss paid for. Met. Funeral... 97 uib625 Lutheran Brotherid” 10,990,758 61 98.808 Workmen's Benefit 21,679 335,408 
AZO asso- WISCONSIN COMPANIES P li h A i eae ’ . ACCADCES cessssssseeseeeneeee Workmen’s CIE cee R 
1s of ap. New Business In Force ScandinaviaiAisce.”. "48408 «ASIN Not Bac oone | RR MAREE RS Rotals “SAwwmwm™ Sanat Soe t81 0 
the ex-{ cuna Mutual... 472,264 _2, 187,511 
1 Roy & (G) 14,776,460 —_77,305,020 
P National Guardian ... 21,015,697 150,669,084 
’, Peoria} y. W. Mutual 52'576,524 679, 858, 248 
inoi ‘as 126,590,4 
: {itis eal becuse 32,214,054 
; Wisconsin Life . 54,624,168 
y and the 473 
ger Paul aie Lite Ee STATE COMPANIES — 
E the af] acacia Mutual vem 3,956,997 35,396,979 
Aetna Life «ccs 5,628,924 67,748,714 
(G) 58,431,759 270,334,009 
Bankers Life .......... ai 11,168,231 gy try } : 
J Ben. Assn. Ry. Emp. S67.816 3.021.281 Just as the fly wheel of an engine will run after the power has 
as a) kes -—— an a has been reduced or cut off, so will a business that has been sus- 
> in Se] Central Life sess 13,052,833 120,547,062 tained by advertising continue to function even after its adver- 
S been a fe Somat otas 2 vane 
BMA| conn. - pene tising has been curtailed or suspended. 
Speaker, J conn. Mutual 39,241,964 
nies en.] Continental MOM. 12,182,946 71,806,288 ras 
dat the] pqutable Society -... 23.862.427 210,995,978 This is one of the misfortunes of advertising. It is one of the 
ceca ey ret factors that leads to false conclusions and sometimes to a decline 
| Bxpressmen’s icin Tug.194 . ‘ 
Unde. | eamntas New World. ees | aa00 3s in business that is hard to remedy. 
M. Best Fidelity — .......-.+ f 1,479,664 13,044,762 
x : Franklin Life . 12,472,645 76,061,039 
Tl ees —_—— “oe For example, a company desiring to save money, resorts t 
ry. Home, N.Y. wees ‘ais — = pi ple, : P ay Z£ . Vs a Oa 
John Hancock wna 9,459,305 82,680,565 retrenchment in advertising effort. The size of the space is de- 
(I) 2,897,119 26,658,627 e a 
Kansas City Life... raazsss 20.901 ste creased and the frequency of the insertions reduced. Sure enough, 
‘ Lincoln Nat. wwe Mets 654 11,610,925 the fly wheel does not stop. It continues to go around. The com- 
2€ OTf-7 royal Protective ...... 423,093 1,907,346 P eat : é pple: 
-in cap. (Gj 115,306 90,306 pany thinks it is getting just about the same results as it did before. 
Lutheran Mutual ......... 4,728,316 44,715,833 
aulkner, Mass. Mutual .......... ‘a —s 76,815,941 
er pub. | Metropolitan mie See ee otal But the situation is not the same. There is a change, and it is for 
IL stock} fut, Minnesota 23. 2388280 71220 oy 200 the worse. Momentum is diminishing. Good will is less wide- 
it is the (G) 768,550 14,415,500 : 5 : 
of any] Monarch Life ian. 45498 632,018 spread. Gradually, almost imperceptibly, there is less of a forward 
zed BY afutual Ben., N. J. wn. 4.920.001 54,644,001 movement in evidence. A decline in premium income for the 
eeeeeeeeeeeeereees é) 895 *308,895 ‘a 
sen Skat Seaviee ... ae 509.128 21 354006 month, the loss of an agent who is not replaced by another, a 
luled to} Mutual Trust 4,475,183 54,797,989 slight letdown in the morale of the agency organization, these 
> shares ‘1, s Un. .... ; ,051, . 
' National Life ..-0 4,298,070 25,454,133 are the things that slow down the progress of the company and 
s vice N. E. Mutual a ag avis i é 
@ office | New York Life ma 38480. 418,000 94 may not be noticed until harm has been done and only a long and 
Writing ie Amer. Ace. en 187320 «470.957 often costly process of rehabilitation will repair the damage. 
N. Amer. Life a “a _— 
North American L. ..... 5,340,497 33,994,582 ia P . ‘a P 
sie a (GH oso.ss7 | 4.s21,ie4 Advertising is selling power. Like other power, it cannot be cut 
) N.W. Natl Lite... 454.758 3,896,658 off or reduced without impairment in performance. Only a sus- 
‘fornia Coateniay Co. Goma nla se tained, steady flow of advertising will keep a company function- 
C.-4 ie ya creas “ease ra8.o79 ing at the maximum of efficiency and profit. “On and off” ad- 
y al VETO cessessssssseees ,428, 269, — e 
a 867,230 _1,245,110 ‘i 
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— Provident Mutual ....... 1,654, 19,020,661 
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1. Prudential .cscssenecs 84,950,239 705,021,944 
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Life life insurance in force exceeds 
con | $735,000,000.00 
Group $ | | | | ° 

Franchise 

Hospitalization 
sanaenge PLUS: One of the most advanced agents 
Reinsurance training programs in the nation... 
Supervised offices . . . Trained Group 

CO] 





men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo. P. Beasley, President Home Office, Dallas 











A fast growing, progressive company. 
A definite plan for advancement. 

A new and modern contract. 

A liberal financing plan. 


A bonus of $1.50 per thousand on paid 
business for NQA winners. 


A bonus of $550.00 for receiving 
C. L. U. designation. 


Write: G. Frank Clement, 
Vice President » 


INSURANCE COMPANY, INC. 


Roanoke 10, Virginia Paul C. Buford, President 





Faculty Listed for 
ALC Investment 
Seminar June 13-24 


The curriculum has been completed 
for the Life Officers Investment Sem- 
inar, to be held at Beloit College, Be- 
loit, Wis., June 13-24. Registration for 
the American Life Convention event is 
expected to reach a record high of 
more than 110 investment officers. 

Founded in 1940, the seminar is a 
graduate program for company officers 
who have reached the policy-making 
or policy-influencing level. The school 
of business of University of Chicago is 
responsible for planning the curricu- 
lum and for developing the faculty. 
Chairman of the board of regents 
handling seminar plans is Fred W. 
Hubbell, president of Equitable of 
Iowa and also of ALC, and the vice- 
chairman is James H. Windsor, finan- 
cial vice-president of Equitable of Iowa 
and chairman of the ALC financial 
section. 

Speaking on general economic fac- 
tors will be J. P. Wernette, University 
of Michigan; S. S. Huebner, president 
emeritus, American College; A. R. 
Upgren, Dartmouth College; P. W. Mc- 
Cracken, University of Michigan; J. S. 
Davis, Standford University; Marcus 
Nadler, New York University; Jacob 
Viner, Princeton University; Rudolf 
Smutny, Salomon Bros. & Hutzler; J. 
K. Langum, Chicago economic consul- 
tant; Leo Wolman, Columbia Univer- 
sity, and E. L. Butz of the U. S. De- 
partment of Agriculture. 

G. B. Cressey of Syracuse University 
and Col. W. F. Goddard of the air 
force will consider regional trends, 
while trends in technology will be dis- 
cussed by Clyde Williams, Batelle Me- 
morial Institute, and J. C. Ward Jr., 
Vitro Corp. 

Contemporary problems of invest- 
ment management will be discussed by 
G. T. Conklin Jr., Guardian Life; S. P. 
Brown, Cloverdale & Colpitts, New 
York City; J. I. Bogen, New York Uni- 


——— 


versity; Julius Grodinsky, University 
of Pennsylvania; C. R. Decarlo, I.B.y 
Corp.; P. P. Stathas, Duff & Phelps, 
Chicago; Roy Wenzlick, Roy Wenzlick 
& Co.; J. C. Downs Jr., Real Estate Re. 
search Corp., Chicago, and Prof. Nadler, 

In addition, the St. Lawrence Water. 
way project will be discussed by H. mM. 
Mayer, University of Chicago, and the 
outlook for the national gas industry 
by Marvin Chandler, Northern Illinois 
Gas Co. There also will be “Town 
Meeting Programs” moderated by H, 
H. Edmiston, Kansas City Life, and 
James J. O’Leary, Life Insurance Assn, 





State Mutual Passes 
$2 Billion Mark 


State Mutual Life has passed the 
$2 billion mark in life insurance in 
force. In announcing the achievement 
to the field force, President H. Ladd 
Plumley pointed out that it took the 
company 104 years to reach its first 
billion and less than 6% years to 
accumulate the second billion, while 
the company has added $500 million 
in the last 30 months. About $90 mil- 
lion in force has been added so far in 
1955. 





Pension Conference Holds 


Variable Annuities Panel 


American Pension Conference held 
a panel on “Experience and Cur- 
rent Trends with Equity Plans and 
Variable Annuities” and a dinner May 
26 in New York City. 

Panelists were William C. Green- 
ough, assistant to the president of 
Teachers Insurance & Annuity Assn., 
John B. St. John, actuarial consultant, 
Keath P. Gibson, associate actuary of 
Towers, Perrin, Forster & Crosby, and 
Henry E. Blagden, 2nd vice-president 
and associate actuary of Prudential. 
Moderator was Morgan H. Alvord, 
2nd_ vice-president of Connecticut 
General Life. 


Midland Mutual Life has introduced 
a new $10,000 minimum policy called 
“Economic Provider Endowment at 
Age 90.” 
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This ad is saying 
“NEW YORK LIFE” 
37,160,000 times—Now! 











New York Life has a” sect oben ei al 
this policy can be at crease the policy’s oh pat 
H d ki those who need at Jeast*10,000 nr ae acc ema ore aarp spine vo make 
ara-workin Now! For tioin the new low-preminm "iy ‘niums, high cash vel ivefromanctoostViewh 
dca ie ey tha il high cash Neem oe cn th 
like this one are seen 
regularly by millions in 


Life, Look, Saturday 
Evening Post, Collier’s, 
Reader’s Digest, Time, 
Newsweek, U.S. News & 
World Report, Farm Journal, 
Successful Farming and 
other leading publications 
—to spread the word 

about New York Life’s 
outstanding products. 
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INSURANCE COMPANY 







A MuTUAL CompANy (NULEG) FOUNDED IN 1845 
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Manhattan‘s Drive west leader in volume and tives. Mrs. 117 Mutual Fund Assets Real Estate Mortgages 


Nets $15,445,330 


A. Russell Atwater, Philadelphia, led 
Manhattan Life agents in the presi- 
dent’s month drive in April, during 
which the field force submitted $15,- 
445,330 exclusive of group. Mr. At- 
water also led the Eastern and South- 
ern division in volume. Luther R. 
Munoz, New York City, led nationally 
in lives as well as winning the New 
York City award for number of ap- 
plications. 

The Grosten agency, Los Angeles, 
was first nationally in volume, fol- 
lowed by the Demarest agency, New 
York City, with the Ranni agency of 
New York third and Fuerst & Porter, 
Pittsburgh, fourth. 

Division awards went to the follow- 
ing winners in their respective divi- 
sion: 1, Grosten, Los Angeles; 2, De- 
marest, New York; 3, Robbins, New 
York; 4, Longmire, Pasadena; 5, 
Sampson, Washington, D. C. 

M. F. Lahmeyer, Burbank, Cal. led 
the Pacific coast in volume and was 
No. 3 nationally. George Kwok, San 
Francisco, was Pacific lives leader. J. 
L. Konikowski, Gary, Ind., was mid- 


Mina Robbins was New York City 
leader in volume and runner-up for 
national leader R. E. Lembo, Passaic, 
N. J., led the eastern and southern di- 
visions in number of lives. 





Joins Mass. Mutual 


Dwight Webb Jr. has been appointed 
assistant superintendent of mortgage 
loans by Massachusetts Mutual Life. 
He was in the banking fields for 17 
years, and for the past four years has 
been vice-president and general man- 
ager of Starnes-Roberts Mortgage Co. 
in Atlanta. 





Collie to General American 


Michael B. Collie has been named 
recruiting and training specialist for 
the D. G. Colwell agency of General 
American Life at Dallas. Mr. Collie en- 
tered the business in 1948 as an agent 
for Phoenix Mutual Life at Dallas, ad- 
vancing to supervisor. 





Bill to Incorporate Life Company 


The Connecticut house has approved 
and sent to the senate a bill to permit 
incorporation of Security-Connecticut 
Life Insurance Co. with authorized 
capital stock of $400,000. 


Rise to $6,602,310,000 


Net assets of 117 mutual fund mem- 
bers of National Assn. of Investment 
Companies totaled $6,602,310,000 on 
April 30, compared to $6,524,486,000 on 
March 31 and $6,109,390,000 at the 
first of the year. 

New mutual fund shares purchased 
in April totaled $95,799,000, compared 
to $120,819,000 for March. Purchases 
for the first four months of the year 
amounted to $425,898,000. There were 
8,195 plans opened in April, compared 
with 9,879 in March. In the first four 
months of the year, 35,461 plans were 
opened. 

Share redemptions in April totaled 
$35,628,000 compared to $54,742,000 in 
March. Redemptions for the first four 
months were $175,667,000. Cash, U. S. 
government securities and short-term 
obligations held by the 117 funds 
totaled $337,988 on April 30, or 5.1% 
of net assets, compared to $341,542,000, 
or 5.2%, on March 31. 





Neb. Commissioner to Get Raise 

Nebraska legislature has passed a 
bill to raise the salary of Insurance 
Commissioner Pansing to $8,000 annu- 
ally. 





He found 


a symbol oe 
in their own 


backyard! 


In 1895 when The Prudential was 

20 years old, John Dryden spoke to his colleagues 
about developing a trade-mark for 

the company. Some symbol of lasting, enduring 


strength which would stand for Prudential. 


After a few months went by, and no 
suitable emblem had been found, Dryden enlisted 


the aid of a young advertising man. 


The Matterhorn? Gibraltar? That was it. 
The Rock of Gibraltar! 


Gibraltar exactly suited Dryden — 

no one could fail to understand this sign of 
enduring strength. The following year — 
1896 — the “Rock” and the slogan 


“The Prudential Has the Strength of Gibraltar” 


was introduced to America in one 


of the first great advertising campaigns. 


Since that time, Prudential and 

The Rock of Gibraltar have become synonymous 
in virtually every home in the land. 

And Prudential has continued to support 

its field force with national advertising 


featuring the famous Rock . . . it has helped 


Prudential grow into an 11 billion dollar 


company offering broad insurance coverage to 


more than 30 million policyholders. 


The Prudential 


INSURANCE COMPANY OF AMERICA 


One story has it that while riding on the train 


from Newark to New York, the young man 
passed a landmark familiar to all commuters — 
an abrupt shelf of rock, known locally 

as Snake Hill. Here, almost within sight of 
Prudential, was a symbol. In all the world, 


nothing was more enduring than a rock. 


Somewhere there must be a famous rock 


that symbolized strength. The Rocky Mountains? 
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GROUP INSURANCE ° 


1875 — Protecting the Family — 1955 





GROUP PENSIONS 


Increase in Insurers’ 
Investment Portfolios 


Real estate mortgage financing took 
the biggest share of the $4.557 billion 
investments made in the first quarter 
of this year by U. S. life insurance 
companies and real estate investments 
increased $92 million in the first quar. 
ter to an aggregate of $2.367 billion, 
according to Institute of Life Insur. 
ance. 

The aggregate of mortgages ac. 
quired by the companies in the quarter 
was $1.578 billion, 50% more than ip 
the corresponding period a year ago, 
The quarter’s net increase in mortgage 
holdings was $799 million, bringing 
the aggregate to $6.727 billion. 

More than half the realty holdings 
were commercial and industrial rental] 
properties, which totaled $1,353 billion, 
The first quarter purchases of this 
type of real estate amounted to $65 
million. 

Life companies invested $1.105 bil- 
lion in corporate securities in the 
quarter, about 1% more than a year 
ago. The greatest increase in this port- 
folio was in industrial bonds, $693 
million, 16% more than a year ago. On 
March 31, life companies’ corporate se- 
curity holdings were $37.384 billion, 
up $527 million since the start of the 
year and $2.333 billion over the total 
a year ago. 

Investments made by life companies 
in the quarter came from $1.559 bil- 
lion of new capital through increased 
assets and $2.998 billion of reinvest- 
ment funds resulting from maturities, 
amortizations and sales of previous 
holdings. 





Promotes Trainers 


Equitable Society has promoted Wil- 
liam J. Costello from training special- 
ist to senior training specialist at the 
home office; Don A. Gorsline, instruc- 
tor in Kansas, to assistant supervisor 
for unit manager training at the home 
office; and Mary Anna MacIntosh to 
assistant supervisor for correspond- 
ence courses. 

Mr. Costello will instruct integrated 
and special courses, concentrating on 
advanced underwriter training. Mr. 
Gorsline, a former unit manager at 
Albany, will specialize in developing 
and supervising the training of the 
unit manager staff. Miss MacIntosh, 
who has been assisting in the adminis- 
tration of the company CLU corres- 
pondence ccurses at the home office, 
will help supervise all correspondence 
courses offered by the training divi- 
sion. 


Seattle Life Managers 


Seattle Life Managers Assn. is ob- 
serving its 25th anniversary as mem- 
bers conclude a 24-week LI 
agency management course under the 
leadership of President Noyd A. Leon- 
ard, Southland Life. Meetings are held 
weekly. 

Members William Peterson, Provi- 
dent Mutual Life, Dwight Mead and 
Walter Hoefflin, both Pacific Mutual 
Life, will mark their 50th anniversaries 
in life insurance in August. 





Phoenix Mutual Promotes Crandall 


Phoenix Mutual Life has appointed 
Pat J. Crandall assistant manager 0 
the New York City agency managed by 
Harry N. Kuesel. Mr. Crandall joined 
the Brocklyn agency in 1948 and was 
promoted to field supervisor in 1953. He 
has been serving in Boston. 





San Francisco managers at theif 
May meeting heard a talk on public 
relations by Bert Stewart Jr., field 
secretary of National Automobile Club. 
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THE PENN MUTUAL LIFE INSURANCE COMPANY ¢ INDEPENDENCE SQUARE, PHILADELPHIA 


SATURDAY...SUNDAY... 


OLY © aH Dt ae 


SOMEDAY... young daughter, now playing so 








Back of 
your independence 
stands The 










happily in her crib, is going to grow up. 
Someday, you’ll escort her down an aisle to 
give her away to a young man who has stolen 
her heart. Someday, you’ll help her and her 
young man set themselves up in a home of 
their own. Someday, you and your wife will 
want to start taking it easy ... spend a few 
years traveling ...or maybe just sitting in 
the sun. ...Someday... 


A dream? Perhaps. But it can come true. Who 
should know better than we? For our business 
is making Someday happen ... just the way 
you want. 


There’s no magic to making Someday happen 
++. Only logic. We take Life Insurance... 





‘Wiglen its horizon, give it a new dimension... 
and put it to work for the living ... for you. 
We make it serve whatever purpose you wish 
...send your boy or girl to college, pay off 
the mortgage, let you retire free from money 
worries. 

Want to put a date on your Someday? Then 
do this one thing. Call your local Penn Mutual 
underwriter. Tell him your dreams, your 
ambitions. Like the men from the James W. 
Lantz, Jr. Agency, honored in the story on 
the opposite page, he knows how to design 
personalized ‘Independence Plans.” He can 
design one especially for you. Remember, 
making dreams come true is his life work. 
It’s what he has been trained for. It’s what he 
likes to do. 


Today, more than 600,000 people have more 
than three and a half billion dollars worth 
of security with 108-year-old Penn Mutual. 
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S&S OMEDAY 
CAN BEGIN 
TODAY tee 
- Finding ways to start folks on 


_ the road to their individual 
» Somedays is the life work of 


‘James W. Lantz, dr., head of 
the Penn Mutual Agency in 
_ Long Beach, California. 
+ The reason Mr. Lantz is pic- 
tured here is that he and the 
men of his organization do such 
a helpful job of Someday plan- 
+ ning for their clients they have 
, been awarded the Penn Mutual 
President’ 's Progress. Award. In 
a company in which all under- 
"writers specialize in Someday 
planning, this is a signal honor. 
Penn Mutual men everywhere 











2 oe like you. © 


Here is an sonia of the type 


of work that won the award. It 
concerns a young father who 
owned an auto repair shop 
(bought for so much down and so 
much a month). Meeting pay- 
rolls and monthly payments made 
life a bit rugged. 

He wanted his sons to go to 
college. He wanted, eventually, 
to retire. And he wanted finan- 
cial security for his wife, should 
anything happen to him. 

A personalized ‘Independence 
Plan” provided all these things. 
It also gave him the start of a 
ready cash reserve. 

If you would like to put a def- 
inite date on your Someday, see 
your local Penn Mutual under- 
writer. Let him show you how a 
Penn Mutual ‘‘Independence 
Plan” can make your Someday 
begin today. 






Back of your 
independence 
stands The 


THE PENN MUTUAL LIFE INSURANCE COMPANY 
PHILADELPHIA 


INDEPENDENCE SQUARE e 





‘salute this young agency and 
__ take pride in its ability to design : 
- Penn Mutual “Independence - 
- Plans” to meet the needs of - : 





PENN MUTUAL 





75% of Metropolitan Death 


Claims Heart, Cancer 


Diseases of the heart and blood ves- 
sels accounted for 56%, or $207 mil- 
lion, while cancer and allied conditions 
amounted to 19%, or $71 million, of 
the total $367 million paid last year to 
beneficiaries of deceased policyholders 
by Metropolitan Life. 

Twenty years ago, 34% of the pay- 
ments were for diseases of the heart 
and blood vessels and 12% were for 
cancer and allied conditions. The in- 
crease in the proportion of disburse- 
ments for these diseases was attribu- 
ted to reduction in mortality from in- 
fectious diseases. 

The company paid out $600,000 to 
beneficiaries of policyholders who 
died of acute poliomyelitis, slightly 
less than in 1953. External causes of 
death accounted for 1/10 of total pay- 
ments, and fatal accidents accounted 
for $29 million, half of which was for 
motor vehicle accidents. 

Total death claim payments in 1954 
were highest in company history, ex- 
ceeding by $10,500,000 those of the 
previous year. 


New York Life Schedules 


Record Elevator Program 


New York Life is embarking upon the 
largest elevator modernization pro- 
gram ever undertaken in a single 
building by converting 31 elevators in 
its 33-story home office to automatic 
operation. 

Otis Elevator Co., which installed the 
31 attendant-operated elevators in 1928, 
has been awarded the new contract. AJl 
attendants will be retained in other 
jobs by the company. 

The automatic elevators will handle 
a 6,000 building population and visitors 
under supervision of an electronic de- 
vice which will automatically dispatch 
them and choose proper programming 
rush and normal hcurs. The automatic 
cars will empty the building in 15 min- 
utes during rush periods. 





Bergen-Eiber Agency Wins 
Mutual Trust Life Trophy 


Mutual Trust Life has awarded its 
president’s trophy for the first quarter 
to Bergen-Eiber agency, Brooklyn, 
the first agency in company his- 
tory to win the trophy in four con- 
secutive quarters. The award is made 
to the agency exceeding, by the high- 
est percentage, its quota based on vol- 
ume, lives and premiums. 

Tribute was paid to Howard M. 
Katzen, a member of Million Dollar 
Round Table, and Leo Landes, who 
paid for $250,000 in the first quarter 
of his second year in the business. 
Bernard Bergen and Bernard M. Eiber 
head the agency. 


3,600 to Take CLU Exams 


at 156 Places in June 


CLU examinations will be given 
June 8-10 in 156 locations in 45 states, 
D. C., Hawaii, Puerto Rico, Mexico and 
Germany, topping the record 155 loca- 
tions in 1950. 

Arthur W. Mason Jr., director of col- 
lege relations for American College, 
estimated about 3,600 candidates will 
take about 4,700 exams next month. At 
the 1954 CLU examinations, 3,177 can- 
didates took 4,142 tests at 140 locations. 
Enrollment in CLU study groups this 
year reached the record high of 5,050. 

Texas leads in the number of exam 
centers with 12 this year. New York and 
California have 11 each. In most cases, 
CLU and CPCU exams will be given in 
the same place. 








Gains for Bankers, Iowa 


New business issued and paid-for in 
Bankers Life, Iowa, for the first four 
months of 1955 totaled $78,592,016, an 
increase of more than $2% million over 
the same period last year. Of this total 
$50,676,794 was ordinary and $27,915,- 
222 group. April production was $19,- 


176,833—$13,583,583 ordinary and $5,- 
593,250 group. Total in force had 
reached a new high of $2,270,262,604 
by the end of April, with $1,524,909,591 
ordinary and $745,353,013 group. 





Open New Agency in Ill. 

Bankers Life of Nebraska has opened 
a new general agency at Watseka, Il. 
It will be headed by P. J. McFall. 

Mr. McFall has operated his own 
agency at Watseka since 1924. He will 
be assisted by H. V. Busby, formerly 
wth Bankers Life at Peoria. 


Names Edds at Wichita 


Clifford F. Edds has been named 
manager at Wichita for Republic Na- 
tonal Life. He has had previous insur- 
ance experience. 





Colonial Life Fetes 27 


Spring Contest Winners 
Colonial Life held a luncheon, din- 
ner and theater party for 21 agents and 
six field managers in the combination 
agencies department for winning the 
“super spring sales contest.’ 
Leading producer and top man in 
divison one was Andrew Dutko, Buf- 
falo. The Vineland, N. J., branch has 
five winners, the largest number from 
one office, including William Reh- 
mann, who led the field managers. 
An elimination contest was held 
from last September through Decem- 
ber. Top men in each division com- 
peted in the three-month spring con- 
test. Assignment to divisions was made 
on the basis of individual production 
records for the previous year. 





“PASS THE 
HEMLOCK THE 
PRESSURE'’S 
ON AGAIN!” 





No American United Life representative 
finds it necessary to reach for the cup 
of poison, just because of home office 
pressure. Instead of developing ulcers 
we want to develop men. And there’s 


a lot of difference. 


American United Life puts on a pressure of ideas: 
trains the beginner on a sound “package” track; offers 
the advanced underwriter technical assistance in the fields 
of business insurance or estate planning; keeps ahead of 
modern underwriting developments with a portfolio of 
contracts from a “Major Medical” to “Low Net Cost” 
policies; and furnishes salespromotion material that 
translates actuarial achievements into terms of customer 
benefits. This “pressure of ideas” makes money for 
everybody: the policyholder, the field and the company 
. .. makes it without building up a single ulcer. 


= | ia 








AMERICAN UNITED LIFE 
INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


Assets over $118 million, insurance in force over $600 million 











ARRANGED ON VESTED <& 
RENEWAL CONTRACTS 


« CG 8G. C. serves the finance! 
may be simplified end 





LONG TERM BANK LOANS i 






LIFE AGENTS 
GENERAL AGENTS 
AND BROKERS 


aeods of nas iy 0 in the Life Insurance Business. Your tax 
effected. 


co Invited. 
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Creditor Cover Problems Being Solved 


To take care of abuses and other 
problems in connection with creditor 
life and A&H insurance, the joint leg- 
islative committee of American Life 
Convention and Life Insurance Assn. 
of America has adopted a program for 
state legislation and regulation. It is 
based on the recommendations of a 
subcommittee headed by John A. Hen- 
ry, vice-president and secretary of 
Continental Assurance, which writes 
both individual and group creditor in- 
surance. 

The aims set forth are to make credit 
life and A&H insurance available to as 
many borrowers and purchasers as de- 
sire it; to protect the borrower or pur- 
chaser from excessive charges for such 
insurance, under whatever guise; to 
promote the operation of free compe- 
tition between the various carriers of- 
fering credit insurance, either group 
or individual. and to avoid any action 
that would tend to undermine the 
agency system. 

The plan is for the ALC-LIA staffs 
to prepare model state legislation or 
regulations designed to provide as fol- 
lows, and to consult with representa- 
tives of other interested organizations 
in their drafting: 

1. Any borrower or purchaser can 
obtain credit life and/or credit A&H 
insurance through the lender or vendor 
and can pay the cost thereof, including 
a reasonable compensation to the lend- 
er or vendor, or his employe, for serv- 
ices actually performed in providing 
the insurance, such as clerical ex- 
penses in preparing forms, reports, etc. 
Such payment shall be in addition to 
any other payments for interest or 
other items which may be subject to 
legal limitations. An appropriate state 
official should be given the authority 
to limit the amounts of such compen- 
sation, which may vary between credit 
life and credit A&H insurance. 

2. The lender or vendor and any of 
his employes, agents, or subsidiaries or 
affiliates, may not receive, directly or 
indirectly, whether as a commission, 
dividend, premium refund, refund due 
to prepayment of the loan, or in any 
other manner, any compensation in ex- 
cess of the maximum specified in con- 
nection with such insurance. A reason- 
able period of time shall be permitted 
to the lender or vendor to average 
variable dividends and premium re- 
funds. 

3. The amounts of such credit life 
insurance shall not exceed the amount 
of the unpaid balance of the loan at 

any time and shall be cancelled if the 
loan is refinanced by the same lender. 
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The amount of monthly indemnity un- 
der credit A&H insurance shall be 
limited to the amount of the initial 
monthly payment in the loan agree- 
ment giving rise to the insurance, and 
the terms of such coverage shall be 
subject to the approval of the appro- 
priate state official. 

Representing the individual credit 
insurance companies on the subcom- 
mittee were two past presidents of the 
American Life Convention, Ralph R. 
Lounsbury, president of Bankers Na- 
tional Life, and Cecil Woods, president 
of Volunteer State Life. Representing 
the group creditor insurers were Ed- 
mund B. Whittaker, vice-president of 
Prudential, and Gilbert W. Fitzhugh, 
2nd vice-president of Metropolitan. 

The program adopted by the joint 
legislative committee seems as if it 
should do the job without working 
more than a minimum of hardship on 
any legitimate enterprise that would 
be affected. If some aspects of the pro- 
gram should prove to be an unintended 
encumbrance on blameless operators 
the restrictions can only be regarded 
as a relatively small price to pay for 
heading off what might well be a ma- 
jor scandal that would be far tougher 
on the legitimate insurers and lenders 
than having to put up with a few hob- 
bles they are presently free from. It is 
a pity that the shenanigans of the few 
should force the adoption of restric- 
tions but it is another case of the rain 
falling on the just and the unjust. 

It seems reasonable that a lender or 
vendor should be allowed to be reim- 
bursed for out-of-pocket expenses in 
connection with effecting creditor in- 
surance. There will still be the possi- 
bilities of fudging, but at most they 
should prove so small as to make the 
greedier operators give up and seek 
other ways of augmenting their profits. 
A potential weakness is that the ALC- 
LIA plan calls for the setting of the 
rate for this reimbursement by a state 
official. But with the purpose so clearly 
stated as being limited to actual ex- 
penses, even a fairly modest excess 
would smell so strongly of corruption 
that it would quickly become notice- 
able—and subject to further crack- 
down in the form of remedial regisla- 
tion. 

The proposed legislation and regula- 
tions seem capable of carrying out the 
intentions of the joint legislative com- 
mittee and to provide the means of 
curbing acknowledged abuses effec- 
tively with a minimum of interference 
with legitimate operations. 
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Associate Editors: Joba ‘c Burridge, Charles 
Cc. Clarke and William H. Faltysek. 
Assistant Editor: Edmund J. Brophy. 
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PERSONALS 


Clarence J. Myers, president of New 
York Life, has been elected to the 
board of Commerce & Industry Assn. 
of New York, Inc. 


Richard P. Waters Jr., 2nd vice- 
president for public relations of John 
Hancock, has been elected to the 
board of Boston Better Business 
Bureau. 


Donald L. Ben- 
nett has been 
named manager of 
the newly estab- 
lished Manufac- 
turers Life Min- 
neapolis. A CLU, 
he formerly was 
manager of the 
life department of 
Marsh & McLen- 
nan, Chicago. 


Robert J. Maclellan, chairman of 
Provident Life & Accident, has been 
awarded an honorary doctor of laws 
degree by Maryville College, Mary- 
ville, Tenn. 








D. L. Bennett 


Edmund Fitzgerald, president of 
Northwestern Mutual Life, is one of 
four Milwaukeeans honored by Mil- 
waukee Rotary Club for outstanding 
service given the community in their 
professions. Mr. Fitzgerald was select- 
ed from the field of service trades. 








CREF Assets Increase 
$10,255,237 in Year 


Total assets of College Retirement 
Equities Fund increased from $7,653,- 
267 to $17,908,504 during the year end- 
ed March 31, according to the third 
annual report. Included in the fund’s 
assets are a net capital appreciation 
of $3,261,145 and dividend income of 
$465,606 during the year. 

Fund investments are in common 
stocks of 64 companies in 14 industries. 
The annuity unit, which sets the a- 
mount of retirement income, will have 
a dollar value of $14.11 during the 
coming year, compared to $10 es- 
tablished when the fund was initiated 
in 1952. 

At the end of the past fiscal year, 
20,193 individuals were paying premi- 
ums to CREF, representing one-third 
of all those covered by Teachers In- 
surance & Annuity Assn. contracts. To 
qualify for participation in CREF, a 
person must first join TIAA, the com- 
panion organization, and pay it at 
least half his total premium for gua- 
ranteed-dollar annuities. 





Tallefson to Wis. National 


Wisconsin National Life has appoint- 
ed Maurice J. Tallefson general agent 
for northwestern Michigan, with head- 
quarters at Ludington. 

Mr. Tallefson is a former superin- 
tendent of schools and for 10 years 
was with Woodmen Accident as an 
agent, agency manager and more re- 
cently as group representative for 
Michigan, Wisconsin, Ohio and Indi- 
ana. 











ADVERTISING OFFICE: 
175 W. Jackson Blvd., Chicago 4, Il. 
Telephone Wabash 2-2704, 

Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 


DEATHS = 


ADOLPH H. JANS, 89, an Amer. 
ican National Life agent at Chicago 
and in the insurance business for 6} 
years, died. He was with Prudentia] 
from 1900 to 1920 as an Ohio dis. 
trict superintendent and later was 
with that company at Chicago. 


EDWARD F. OSGOOD, §general 
agent of Monarch Life at Rutland and 
with the company for 18 years, died, 
He had been president of Vermont 
Assn. of Life Underwriters and the 
Burlington association. 


FRANK L. ELLIS, 75, cashier for 
American L. & A. of Louisville, dieg 
in a hospital there. 


JOHN W. HACKETT, 56, general 
agent for Lincoln National Life at 
Jackson, Mich., for many years, died 
following a heart ‘attack. Mr. Hackett 
had been with Lincoln National 24 
years. 


GEORGE L. CHAPMAN JR., 40, 
Penn Mutual Life, Toledo, died there, 
He was a past president of Toledo 
Life Underwriters Assn., and vice- 
president of the Ohio association at 
the time of his death. 


DR. HARRY J. LAWS, 72, medical 
director of Lafayette Life, died at his 
home in Lafayette, Ind., of a heart at- 
tack. Dr. Laws had been medical di- 
rector of the company since 1935 and 
before that for many years as assist- 
ant director. 











Cornerstone Laid for 
Union Mutual Addition 


At the cornerstone-laying ceremo- 
nies for the 5-story addition to the 
Union Mutual Life home office at 
Portland, Me., President Rolland E. 
Irish and Chairman Wadleigh B. 
Drummond cemented into the stone a 
copper box containing personal notes 
from themselves, a cornerstone “cam- 
paign document” naming 56 top com- 
pany agents in a recent sales cam- 
paign keyed to the new building, and 
objects symbolic of the company, the 
state, the city and the period. Before 
these ceremonies there was a meeting 
in the library of the Maine Historical 
Scciety where civic business and com- 
pany leaders traced the progress of the 
company over its 107 years and brought 
out its importance in the history of 
Portland. 

John R. Carnochan, vice-president 
in charge of agencies, then led the 
22 cornerstone campaign leaders in 
placing historically symbolic objects 
in the copper box. 





Me. Sales Parley June 4 


Maine Life Underwriters Assn. will 
hold its annual sales congress June 4 
at Colby College in Waterville. 

Speakers from major life companies 
will discuss trends and developments. 
Chairman is Lawrence P. Libby, Ban- 
gor, assisted by Walter Lampough and 
James Halkett, Bangor, Dwight Say- 
ward and D. H. Simpson, Portland. 
eetone Valley association will be 

ost. 
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OFFICERS: 
Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 
i Z. Herschede, Treasure 

420 E. Fourth St., cincinnati 2 Ohio. 
Telephone Parkway 2140. 








ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz, Chicago Mgr. 
R. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—5'2 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resi- 
dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3°58. Ralph E. Richman, 
Vice-Pres., J. T. Curtin. Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg.. Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—123 S. Broad Stree 
Room 1127, Tel. Pennypacker 5-3706. E. H. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Blag., 54 
Market St., Tel. Exbrook 2-3054. A. J 
Wheeler, Pacific Coast Manager. 
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Policyholders 

The inequitable distribution of in- 
come and expenses among lines of 
pusiness written by life insurance 
companies may adversely affect one 
cass of policyholders and provide 
another class with an undue advan- 
tage, according to Seymour Goodman, 
senior examiner of New York insur- 
ance department. 

Addressing the insurance examiners 
of the department on reporting and 
allocation of income and expenses by 
life insurers, he pointed out that the 
establishment of sound standards for 
allocation of income and expense by 
line of business and the uniform re- 
porting of such items is a duty which 
management should recognize, and is 
also essential to the supervisory auth- 
ority. 

fe indicated that if the supervisory 
authority is to fulfill his duty, he 
must possess realistic information 
about the expenses of life insurers 
under his jurisdiction. 

To accomplish this, regulation 33 
was promulgated in 1954, he said. The 
department’s approach to this area 
of regulation is one which confines it- 
self to an enunciation of basic phil- 
osophy and the establishment of gen- 
eral standards for the allocation of 
income and expenses to lines of busi- 
ness, he said. 





King Fort Worth Agency 


Head for General American 


J. D. King, for 
four years in 
management work 
for Connecticut 
Mutual Life at 
Fort Worth has 
been named gen- 
eral agent there 
for General Amer- 
ican Life. 

Mr. King enter- 
ed insurance in 
1948 as a Connec- 
ticut Mutual agent 
at Fort Worth, ad- 
vancimg to super- 
visor two years 
later. 

Mr. King is sec- 
retary and a di- 
rector of Fort Worth Life Underwriters 
Assn. 


J. D. King 





Occidental, Cal., Opens 


Agencies in Conn., Florida 


Occidental Life of California has 
opened two new agencies, naming 
Rockwell J. Larrabee Jr. general agent 
at Bridgeport, Conn., and Edgar L. 
Laney manager at Jacksonville, Fla. 

Mr. Larrabee has been with a gen- 
eral insurance agency at Bridgeport, 
and Mr. Laney for three years was 
general agent in Jacksonville for Pilot 
rag Before that he was with Pruden- 
ial. 

William A. Jones, former Acacia 
Mutual agent, has been named assist- 
ant manager at Washington, D. C., 
and Joseph A. Glandorf, former agent 
for Bankers Life of Iowa, has been 
appointed brokerage manager at At- 
Atlanta, Ga. Mr. Laney joined his 
former company in 1949 and Mr. Glan- 
dorf entered insurance in 1951 as a 
Supervisor for Protective Life of Ala- 
_. He went with Bankers Life 
In 1954, 


Travelers Names Field 


Supervisors, Service Men 

Travelers has appointed Joseph O. 
Simmons, Atlanta, Burton D. Cluster, 
Indianapolis, and Howard D. Lichty, 
Omaha, field supervisors and trans- 





New Orleans to Jackson, Miss. 
George P. Munsey III, Worcester, 
Marshall N. Wood, Springfield, Mass., 
William E. Weir, Winnipeg, and Robert 
C. Herklots, Providence, have been 
named agency service representatives. 


Wind Up Equitable, Iowa, 
Sectionals With Pa. Rally 


The last of three 1955 sectional con- 
ventions of Equitable Life of Iowa 
was held at Sky Top, Pa. 

The program included joint sessions 
of the agency, president’s and organi- 
zation clubs during the first two days, 
and separate meetings of the presi- 
dent’s and organization clubs the final 
day. “Organizing for Sales” was the 
theme of discussions of both agents 
and home office officials. 

Among agents featured as speakers 
were E.F. Fendt, Chicago; C. D. Cal- 
vert Jr., Philadelphia; R. B. Morrissey, 
Chicago; M. D. Sumney, Detroit; A. 
B. Abrams, Harrisburg; J. C. Scanlon, 
Cincinnati; M. A. Yates, Cleveland, 
and T. R. Hawkins, Detroit. 








April production of the Newark of- 
fice of Manufacturers Life set a new 
monthly record with $3,506,134, more 


$1.4 Billion This Year 


Payments to American families 
from their life insurance policies were 
just under $%% billion in March, bring- 
ing to $1,399,723,000 the first quarter 
total, according to Institute of Life 
Insurance. These payments were $125,- 
868,000 larger than in the first quarter 
of last year. Death benefit payments 
in the quarter were up only 5% while 
payments to living policyholders were 
up 13%. 





Huston New President of 
Nebraska Actuaries Club 


Nebraska Actuaries Club at its an- 
nual meeting in Lincoln elected F. E. 
Huston of Guarantee Mutual Life 
president. The new secretary-treasur- 
er is James F. MacLean, Bankers Life 
of Nebraska. 





Bankers, Neb., Stages Campaign 
Bankers Life of Nebraska is cele- 
brating its 68th birthday with a tra- 
ditional production campaign. 
During the contest, which runs from 
May 1 to June 6, agents win extra 
awards on production. 
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ferred Robert F. M , field er- th fourth of the total - 7 1 1 
err E wP Attect visor at Cleveland, ‘to Indianapolis deetion of $118ig8lt ny Pr” Mich. Legislation 
ie upervisor ar - fr : j 
Distribution /ilfects headquanters has bec inoved “noe Life Insurance Pays Coming to Head 


LANSING—tThe Michigan house in- 
surance committee has given a favor- 
able recommendation to the bill to 
bring life and A&H agents under the 
qualification law, requiring that they 
submit to written examinations. There 
is only negligible opposition to this 
measure. 

Also reported out of committee is a 
bill to prohibit pre-dating of life poli- 
cies more than six months in order to 
gain a premium advantage. 

The house labor committee has re- 
ported out of committee a bill to liber- 
alize the workmen’s compensation act 
by increasing from $1,000 to $1,500 the 
amounts to be paid into the second in- 
jury fund by employers when em- 
ployes die in compensable accidents 
but have no dependents. 

The senate judiciary committee has 
reported out an aviation financial re- 
sponsibility act along the lines of the 
motor vehicle law, and a bill to double 
the requirements of the motor vehicle 
financial responsibility act also has 
been reported out. These would in- 
crease the limits from 5/10 to 10/20. 





locations: 





THE LEADERS WILL 
CELEBRATE 


N ational Life’s leading Field Men, — several hundred of them, 


Hotel Westward Ho, Phoenix 


Hotel Royal York, Toronto 


Hotel Roosevelt, New Orleans 


Hotel Daytona Plaza, Daytona Beach 


THE 


NATIONAL LI 
AND ACCIDENT 


COMPANY 


HOME OFFICE _NASHVILLE, TENNESSEE 


INSURANCE 


Uy — will qualify on their 1955 records to attend four regional 

. Leaders’ M be held April, in the following inviti 
Yy eaders’ Meetings to be held next April, in the following inviting Yy 
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Mutual of N. Y. Creates 
Policyholders Division, 


Promotes Cole, McMullen 


Mutual Life of New York has cre- 
ated a new division of policyholders 
accounts and named George A. Cole 
as its director. William E. McMullen 
has been promoted from administra- 
tive assistant in the policy payment 
division to director of accounting and 
statistics in the office operations de- 
partment. ’ 

The new division, part of the office 
operations department, will consoli- 
date many functions formerly han- 
dled by the premium dividend, policy- 
holders service and policy loan divi- 
sions. Mr. Cole, who has been director 
of policyholder services, joined the 
company as a clerk in a New York 
City agency in 1922. He was advanced 
to agency cashier and promoted to the 
home office in 1934. He was named 
superintendent of the policyholders’ 
service bureau in 1939, assistant secre- 
tary in 1948, and director in the office 
operations department in 1952. 

Mr. Cole will be assisted by John 
Groves, superintendent of policyhold- 
ers accounts, Robert Purcell, Arthur 
Duryee, Albert Lowell, Frederick 
Haacke, William Landwehrle, Arnold 
Tracy, Vincent Cann and Carl Schai- 


ble as supervisors. 

Mr. McMullen joined Mutual as an 
attorney in 1941 and was promoted to 
administrative assistant in the policy 
payment division in 1946. He will be 
assisted by Arthur Fenton, who has 
been advanced to supervisor of home 
office and field compensation, Joseph 
Scott, supervisor of mortgage and 
agency accounting, and F. A. Hallen, 
supervisor of tabulating. 





Manhattan Life Appoints 


Katz G. A. at Denver 


Manhattan Life has appointed I. Al- 
len Katz general 
agent in Denver. 

Mr. Katz, who 
has been with 
General American 
Life for 16 years 
and was a district 
manager, entered 
the business in 
1934 with Metro- 
politan Life. 

Samuel  Iskow, 
formerly with 
General American 
Life, has _ been 
named brokerage 
manager of the 
Katz agency. 


I. Allen Katz 











7 


a taal 


CRAWFORD H. ELLIS 
President 


EDWARD 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 









TOP COVERAGE 


PAN-AMERICAN’S 
CAREER CONTRACT 





which stresses the Company’s 
philosophy of helping their men make 
more money. To do this, we furnish 
ample training, top-notch sales aids 


and individualized policies to 
ot 


—_ . 
= meet individual needs. 


PAN AMERICAN 


LIFE INSURANCE CO 






G. SIMMONS 





NEW ORLEANS, USA 








John Hancock Offers 
Policies to Juveniles 
in N. Y., People Aged 70 


John Hancock is considering appli- 
cations for ordinary insurance up to 
and including age 70, and will shortly 
issue policies for increased amounts on 
children in New York state, under an 
expanded juvenile program. 

In the older age group, applicants 
ages 66 to 70 will be considered on the 
life paid up at age 85, 10 payment life, 
and single premium life forms of cov- 
erage. The maximum amount to be 
considered is $100,000. 

Under the new juvenile plan, poli- 
cies up to $2,000 will be issued on 
children for ages under 6 months to 
414. They will provide % of the sum 
insured for death before insured’s at- 
taining age 6 months, and the full sum 
for death thereafter. At ages 5 to 14, 
policies for more than $2,000 will be 
issued if the applicant owner carries a 
prescribed minimum of insurance on 
his own life. 





Insurance School Names 


Reimer Educational Aide 


Harold W. Reimer has been ap- 
pointed educational assistant on the 
staff of the School of Insurance of 
Insurance Society of New York. He 
will assist A. Leslie Leonard, assistant 
dean, in conducting the society’s edu- 
cational activities. 

Mr. Reimer has been an underwriter 
in the A&H department of Indemnity 
of North America. He previously did 
actuarial work for U. S. Life. He is 
the second educational assistant nam- 
ed recently in line with the school’s 
policy to extend its services. 





Mark 50 Years for Texas 
Agency of K. C. Life 


The 50th anniversary of the Texas 
general agency of Kansas City Life, 
which has been headed by O. Sam 
Cummings for 26 years, was celebrated 
with the announcement that its insur- 
ance in force totals $121,190,805. This 
amount exceeds the totals of two-thirds 
of the companies in the country. 

The agency at Dallas was founded by 
the late Orville Thorp in 1905 and Mr. 
Cummings joined it in 1922, becoming 
manager in 1928. Mr. Cummings is a 
past president of National Assn. of Life 
Underwriters. 


K. O. Loan Cover Rebate 


The insurance commitee of the 
North Carolina house has reported 
favorably a bill that would prohibit 
rebates or kickbacks by insurers to 
loan companies and that would give 
the commisioner authority to fix max- 
imum life and A&H premiums that in- 
surers could charge on loan insurance. 








State Mutual Sales up 24% 


State Mutual Life’s new paid busi- 
ness increased 24% and production for 
the year-to-date was 18% ahead. Chi- 
cago-Nothhelfer & Leck agency led in 
ordinary sales in April and year-to- 
date. Robert W. Boos, Los Angeles, 
was top producer in April Charles W. 
Bennett, Syracuse, led for the second 
consecutive month in non-cancellable 
S&A sales. 


Fidelity Life Names Sieb 


Fidelity Life of Illinois has appointed 
Edward H. Seib, as director of publicity 
and sales promotion. He formerly was 
with Farmall Works, International 
Harvester, as industrial relations con- 
sultant and also has a background of 
newspaper work. 








Host to College Business Deans 


More than 100 business school deans 
and many of their wives were guests 
of Northwestern Mutual Life at the 
home office in Milwaukee. Members of 





—= 


the American Assn. of Collegiate 
Schools of Business were in the city fp 
attend the group’s annual conventig, 
Edmund Fitzgerald, president, tog 
the visitors what Northwestern My 
looks for in a college graduate and whg 
it has to offer them. Talks also w 
made by vice-presidents Philip K 
Robinson and Grant L. Hill. 





Premium Tax Measure 


Being Considered in Wis, 
A bill has been introduced in th 
Wisconsin assembly by its rules com. 
mittee, which consists of the Repub]j. 
can majority leaders of that chamber, 
which would impose a 1% tax on grogs 
premiums or payments of more than 
$100,000 of such organizations hieretp. 
fore exempt from premium taxes 





Hancock Appoints Pratt 
G. A. in New York City 


John Hancock has appointed Harold 
G. Pratt general agent in New York 
City, succeeding 
the partnership of 
Edwin J. Allen, 
who died April 3, 
and himself. The 
Pratt agency will 
remain at 225 
Broadway. 

Mr. Pratt enter- 
ed the home office 
in 1917, becoming 
office manager of 
the Gardiner 
agency in New 
York City 12 years 
later. He was ap- 
pointed assistant 
general agent in 1933, associate gen. 
eral agent in 1945, and co-generl 
agents, Victor O. Hamtil office man. 
ager and Edward J. Scherding an 
Pierre J. Smith, agency supervisor, 
They were with the Allen-Pratt agen. 
cy. 





H. G. Pratt 





Lynch, Anderson Speak 


at Pennsylvania Annual 


William F. Lynch, vice-president of 
Prudential, and Kenneth L. Anderson, 
staff editor of R. & R. service, were 
guest speakers at the fellowship lunch- 
eon and banquet, respectively, at the 
two-day annual meeting of Pennsyl- 
vania Assn. of Life Underwriters in 
Washington, Pa. 

Delegates elected officers, the won- 
en’s committee and board met and 
held luncheons, and committee meet- 
ings were held. 


Makes Three Group Assignments 


General American Life has made the 
following group assignments: Phillip 
Berg at Pittsburgh, Malcolm Eilerma 
at San Antonio and William Kalb- 
fleisch at Kansas City. Mr. Berg joined 
the company in 1953 and later was as 
signed to a field post at St. Louis. Mr. 
Eilerman has been with the company 
for more than a year. 





Confederation Has New Policy 


Confederation Life has adopted i 
low rate participating “all life” $10,000 
minimum policy. This plan is issu 
with or without the accidental dealt 
and dismemberment benefit. Total dis 
ability waiver of premium, total dis 
ability monthly income and _ family 
protection are optional. 








LUTC Alumni Assn. Holds Banqut| ' 





Life Underwriters Training Cound 
Alumni Assn. held its annual band 
and cocktail party at the Army & Navy 
Country club near Washington, D. ¢ 
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Mata Needed for Agency 
wa | System—Osler 


also Were 
hilip K : ; 
The American agency system is an 
out-of-training fighter being pounded 
= onto the ropes by government competi- 
tion, “get-it-wholesale” appeals of 
N is, mass selling, direct writers and “fringe 
din the | insurers such as Blue Cross,” R. W. 
les com. | Osler, vice-president, Rough Notes Co., 
Repubjj. | Indianapolis, told a joint meeting of 
chamber | the Fort Wayne life, A & H, and fire- 
on grog, | casualty agents’ associations. 
ore than | “Hating gluttonously on the manna 
s hereto. | from heaven of inflation’s easy money, 
xes we've grown too lazy to go out and 
sell,” he charged. “The result is that 
tt were leaving great areas uninsured 
or underinsured, and anti-agency sys- 
y tems are moving in, not by dire plot, 
d Harold | but by our default.” 
ew York| Pointing out that the percentage of 
disposable national income going into 
life insurance has dropped sharply 
from pre-war days, charging that the 
increase in property values since the 
war has been inadequately insured 
and declaring that despite the 500% 
increase in A&H premium income in 
recent years, the surface of insurable 
disability needs has been only scratch- 
ed. Mr. Osler warned that “unless the 
individual agent, who makes up the 
American agency system, gets up off 
the floor and comes out fighting soon, 
the whole system is going the way of 
att all has-been champions.” 
e e i 
The need of the American agency 
system, he stated, is not for new tech- 
niques and miracle formulas, but to 
use the skills it has learned already in 
its hundred or more years of existence. 
“Come off the ropes and start fighting 
with the technique with which you 
tk made America the best-insured nation 
on the face of the earth; do that, and 
you'll have government competition 
and all the other inimical forces on 
the count in less than ten years.” 
Listing Blue Cross as one of the 


11400 Win NQA, 
Setting New Record 


Some 11,400 agents in the United 
States will receive the national quality 
award this year, according to LIAMA 
and National Assn. of Life Underwrit- 
nade the | &"S, co-sponsors of the award. This is 

Phillip] 2 new record. The winners represent 
Silerman | 184 life companies. Awards are made 
n Kalb-| at local life underwriter association 
"g joined} meetings. 

Canadian qualifiers numbering a- 
bout 1,800 also set a new record. Spe- 
cial plaques will be given to agents 
who have qualified for 10 years, as 
the program started in 1946 in Canada. 
This year in the United States the 11- 
year qualifiers are receiving gold seals 
for mounting on the 10-year plaques 
awarded last year. 
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Conn. Merger Bill Moves 


The Connecticut assembly has pass- 
ed a bill that would permit domestic 
insurers to merge with permission of 

commissioner without having to 
submit merger bills to the legislature. 








Home Life April Record 


Home Life of New York’s ordinary 
Sales were $15,278,968, up 22%, for the 
biggest April in history. The month’s 
| ousiness, second highest in history, was 
Exceeded only by the $16,739,569 for 

March. Sales in the first four months 
of 1955 totaled a record $58,190,262, 









forces inimical to the agency system, 
Mr. Osler also charged it “may be the 
Trojan horse of socialized insurance.” 

“Direct socialization of insurance has 
been defeated,” he declared, “but the 
social planners linger on. Blue Cross, 
stressing ‘non-profit,’ attempting to 
build the aura of ‘community service,’ 
using selling techniques and adver- 
tising which, by implication, reflect 
on private insurance, is a perfect me- 
dium for the social planners to use for 
moving in. It presents them with a 
carrier they think they might be able 
to subsidize without inciting the public 
cry of ‘Handing profits to big corpora- 


tions.’ 

“That the danger is real,” he charged, 
“is proved by bills in the last session 
of Congress to grant subsidies to ‘serv- 
ice plan’ insurers. 

“The thing that amazes me” Mr. 
Osler said, “is that businessmen who 
are stockholders in various organiza- 
tions so often seem to think that in- 
surance should be sold on a non-profit 
basis. These same men cry to high 
heaven about the threat of socialism 
and the need for free enterprise, yet 
they do not believe that insurance 
should be allowed to operate under 
the same profit system that built their 


own .businesses and built America.” 

The American agency system is de- 
finitely on the ropes, the speaker con- 
cluded, “even if some of its members 
are too punch drunk to realize it. But 
the fact that it is on the ropes does not 
mean it is licked. They pushed Demp- 
sey back in the ring and in two rounds 
he knocked out Firpo. Tunney sat on 
the floor for the count of 13, and got 
up to win the championship. If the 
American agency system will only 
come out fighting with the ‘moxie’ of 
100 years of training, it too can win the 
fight, the fight for free enterprise,” 
he concluded. 








Flexibilit y 


is important, too 


















































When you, as a broker or surplus writer, place busi- 
ness life insurance outside of your own company, 
consider the importance of the adaptability and flex- 
ibility of the policy contract in addition to the usual 
cost comparisons. When you analyze a Connecticut 
Mutual contract, you will find both— extreme flex- 
ibility and low cost. 


1 Under partnership or close corporation buy-and- 
sell agreements funded by life insurance, it is usually 
advantageous if the business can exercise settlement 
options. This can be done in The Connecticut Mutual. 


2 Business insurance is frequently purchased to pro- 
vide retirement income for business owners. Connecti- 
cut Mutual’s Change of Plan clause guarantees the 
right to change to higher premium forms and take 
advantage of favorable annuity rates in effect at the 
time the policy was originally issued. 











20% increase. 











3 Sometimes it is advantageous for firms to have 
death proceeds of key-man business insurance paid in 
installments rather than in a lump sum. This privilege 
is guaranteed to the firm in Connecticut Mutual 
policies. If key-man policies are eventually used for 
retirement purposes, liberal change of plan provisions 
and optional settlements are important. 


4 Maximum flexibility is important also in pension 
trusts and profit-sharing plans. The Connecticut Mu- 
tual has pioneered in liberal policy provisions and 
plans which can be adapted to future changed con- 
ditions. 





SIR PLUS SAYS: 


For insurance with the flexibility to 
meet both present and future needs 
of your client — and at low cost on 
all plans — see the nearest Connecti- 
cut Mutual general agent for details. 


LIFE INSURANCE COMPANY - HARTFORD 
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DEATH RIDES THE HIGHWAYS! 


Global Transportation Accident Policy No. 303 Insures While: 

(1) Driving an automobile or a passenger in one, or being struck by 
cne—any place in the world. 

(2) A passenger in any aircraft licensed to carry passengers. That in- 
cludes domestic or foreign aircraft—privately owned, company 
owned, scheduled or non-scheduled air line owned, also 
chartered aircraft—any place in the world; 

(3) A passenger in or on or being struck by any passenger common 
carrier, i.e., trains, taxis, buses, street cars, ships, etc., any place 
in the world. 

a ss ckvet cee eye sab nedee eae secek $100,000 

OR—Permanent total loss of sight of both eyes, or loss of two 

limbs, or permanent total loss of sight of one eye and loss of 


one limb ........ nme bews (sie cecieicewicd . $100,000 
OR—Permanent total loss of sight of one eye, or loss of one 
Grin cink heetnesees tbe ene tease ates ews . .$50,000 

Annual Premium ...............0e cece eeeeee . $100.00 


Prorata Premium for .........$75,000 - $50,000 - $25,000 
Send for sales circular in which facsimile of policy is reproduced. One 
agent says— 

“After showing the circular to prospects | sell 
seven out of ten of them within ten minutes." 
If you can qualify for agents contract in—Colorado, Illinois, Indiana, lowa, Kansas, 
Michigan, Minnesota, Mississippi, Missouri, Nebraska, Ohio, Pennsylvania, Texas or 
Wisconsin 
write, phone or wire 


G. SHANNON GROVER & COMPANY 


Board of Trade Building 
141 West Jackson Boulevard 


Chicago 4, Illinois Cable Address 


Groco - Chicago 


Telephone 
HArrison 7-1291 


U. S. General Agents (A. & H. only) fer Empleyers Mutual Casualty Company ef Des Moines, lewa. 
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PRODUCERS HAVE ENJOYED THE 
COMPETITIVE ADVANTAGES OF: 


M Low Net Costs 

Flexible Settlement Options 
Net Level Premium Reserves 
A Strong Surplus 


For 50 years, Mutual Trust has been soundly and 
economically managed on a purely mutual basis 
for the benefit of its policyholders. 
In both large metropolitan areas and in smaller 
cities, Mutual Trust general agents are operating 
successfully in: 
Cal., Conn., Ia., Ill., Ind., Mass., Me., 
Mich., Minn., N.H., N.J., N.Y., N.D., 
Ohio, Pa., R.I., Vt., Wash., Wis. 





“As Faithful as 
Old Faithful’ 






MUTUAL TRUST 
LIFE INSURANCE COMPANY 
135 5. LA SALLE STREET, CHICAGO 


PROFITABLE GENERAL 
AGENCY OPENINGS NOW 
AVAILABLE 


Write to the 
Agency Secretary 


ee 


NEWS OF FRATERNALS 


office learning fundamentals. The ney 
week the agent and manager work as 
a team in the field. After this, the 
agent works alone but is periodically 
checked by the manager. Given rea]. 
istic production goals, the agent js 
shown how and given the incentive ty 
attain them. 

Newell C. Day, general agent, Equi. 
table of Iowa, Davenport, talked op 
“Color in Selling,” stressing the fol. 
lowing principles of good salesman. 
ship: (1) Make what you have to say 
interesting; (2) let the customer par. 
ticipate in the interview; and, (3) suit 
your sales approach to the customer, 








Training Problems 
Aired at Chicago 
by Field Managers 


A wide range of training problems 
was discussed at the mid-year meeting 
of Fraternal Youth Counselors Assn., 
held in Chicago. Approximately 75 
members attended. 

R. E. Henne, Gleaner Life, president 
of the association, in opening the meet- 
ing mentioned that subject matter of 
the talks was selected from responses 
to questionnaires sent to members last 
year. Besides treating ways to increase 
sales, the program stressed high stand- 
ards of ethics and efficiency in field 
work. 

George V. Krampien, Aid Associa- 
tion for Lutherans, described in detail 
the training course conducted by his 
society. The school, opened in April, 
1953, with six students, has graduated 
159 in 16 classes. 

Besides increasing the number of 
qualified field men, Mr. Krampien 
said increased production and compe- 
tition among agents, less turnover, and 
knowledge, prestige and confidence for 
the field man are results of the train- 
ing. 

R. D. Abernathy, Woodmen of the 
World, explained the purpose of his 
society’s school is to give new, prac- 
tical ideas to full time men. The train- 
ing helps the men organize a plan of 
operation, gives them constancy in 
their daily routine, and results in a 
much better understanding between 
the field and home office. 

T. W. Cheney, Modern Woodmen, 
brought out the fact that the purpose 
of any training is to raise the stand- 
and of men in the field and to help 
them realize their abilities. The train- 
ing plan of the Modern Woodmen, he 
said, is such that the new agent spends 
his first week in the state manager’s 





Youth Counselors Elect 
Lamoreau President 
at Chicago Meeting 


Fraternal Youth Counselors Assn, 
elected Willis Lamoreau, Junior Orde 
of United American Mechanics, pres. 
ident at its annual meeting in Chicago, 
He succeeds Miss Louise Patrick Sy. 
preme Forest Woodmen Circle. Anna 
M. Cooley, Royal Neighbors, was 
named ist vice-president; Michael 
Grasha, Croatian Fraternal Union, 2nd 
vice-president, and E. E. Howell 
Woodmen of the World, secretary. 
treasurer. 

The program featured addresses by 
the presidents of four societies, V. | 
Mandich, Croatian Fraternal Union; 
Anna B. Spangler, Royal Neighbors; 
H. L. Ruff, Modern Woodmen, and 
Joseph Spencer, Protected Home Cir 
cle. Miss Vivian Watkins, Modem 
Woodmen, served as moderator. 





Fraternal Flag Day Group 


To Sponsor Observance 


The National Fraternal Flag Day 
Foundation, organized by members of 
Wisconsin Fraternal Congress to pre 
serve the little stone school house a 
Fredonia in Ozauke county, Wis, 








WANT ADS 








Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested to 
make payment in advance. 

THE NATIONAL UNDERWRITER—LIFE EDITION 








ACCIDENT and HEALTH 
UNDERWRITER 


A rapidly growing, midwest, casualty company, 
desirous of expanding its Accident and Health 
operation, needs an experienced underwriter. 
Must be capable of handling all phases of home 
office underwriting including policy construction 
and rate making and be familiar with non-can- 
cellable underwriting. Above-average salary. 
Give age, education and full résumé of your 
underwriting experience. Our employees know of 
this ad. Address Box F-15, The National Under- 
writer, 175 West Jackson Blvd., Chicago 4, Ill. 


AGENCY Vice-President 


Excellent opportunity with a fast-growing life 
insurance company (Located in New York City) 
—with large accident and health insurance affil- 
iate—for a proven insurance sales executive with 
Home Office administration and operations ex 
perience. Age 30-45 with at least 5 years’ expe- 
rience. Send recent photo, state previous 
experience and salary expected. Replies treated 
in confidence. Address Box F-23, The National 
Underwriter Co., 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 











LIFE BROKERAGE MANAGER 


Successful Life underwriter, age 35-45. LUTC or 
CLU graduate preferred. Must have personal 
production record of $400,000. Salary, $300. mo., 

lus 72% override, plus personal commission. 
eplies strictly confidential. Raymond A. DuFour, 
CLU., General Agent, Pacific Mutual Life In- 
surance Company, I5I1 K Street, N. W., Wash- 
ington, D. C. 


ACTUARY, WESTERN COMPANY 


A small company, recommended in Best's Life 
Reports desires an experienced actuary. Must be 
able to prepare annual reports, policy contracts, 
etc. Not necessary to belong to the Actuarial So- 
ciety. Address F-7. The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


eS 








— 





HELP WANTED 


Experienced general agent or company agency 
supervisor wanted to assist in building agency 
force for new substantial old line legal reserve 
life insurance company in an ideal climate in 
Southwest. Reply confidential. Address replies 
+o Box F-19, The National Underwriter Co., 175 
W. Jackson Bivd., Chicago 4, Ill. 


AVAILABLE 


Midwestern General Agent would consider Agen- 
cy Department position with Aggressive Com- 
any. Age 47, C.L.U., graduate LUTC and 
IAMA. Experienced both Life and A&H, inter- 
ested in supervision and training. Box F-12. The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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where Flag Day was originated in 
1885, will again sponsor an observ- 
ance at the site June 14. A program 
will be held in Milwaukee June 12. 
The foundation has started a fund 
raising campaign to finance movies to 
tell the story of Flag Day nationally. 
Alex O. Benz, Aid Assn. for Luther- 
ans, is president of the foundation, and 
Norton J. Williams, Equitable Re- 
serve Assn., is chairman. Headquar- 
ters are in the Catholic Knights of 
Wisconsin home office building Mil- 
waukee, with Paul G. Walter in 


charge. 


List Schedule of 
Section Meetings 
at NFC Annual 


The advance schedule for the annual 
meeting of National Fraternal Con- 
gress, to be held Sept. 26-28 at Royal 
York Hotel, Toronto, has been released. 

One day shorter than previous con- 
ventions, in keeping with the newly- 
adopted constitution, this year’s meet- 
ing is planned so that more persons 
will be able to attend additional ses- 
sions of NFC sections. 

The presidents, secretaries and press 
sections will meet Monday morning, 
with that afternoon being devoted to a 
plenary session. The day’s program 
will begin with the traditional press 
section breakfast. 

Tuesday’s agenda, which includes 
the banquet, is made up of the follow- 
ing section meetings: Youth counselors, 
actuaries, medical, investment, state 
fraternal congresses and law. 

There will be a plenary session 
Wednesday morning at which officers 
will be elected, and that afternoon the 
fraternal field managers will meet. 


]. M. Mottley Reelected 
at Praetorians Parley 


J. M. Mottley was renamed to a 
four-year term as president of Praetor- 
ians at a meeting 
of the national su- 
preme senate in 
Dallas. Also re- 
elected were T. H. 
Penton, vice-pres- 
ident, and A. E. 
Hill, secretary- 
treasurer. Newly 
elected to the 
board were Wade 
and C. I. Adkison, 
Dothan, Ala. 

About 100 lead- 
ing agents attend- 
ed a national sales 
conference to learn details of the 
company’s extensive sales promotion 
campaign. Objective is to put $80 mil- 
lion of new life insurance in force by 
the end of the year. 


Bork Heads Top Agents 
Club of Aid Association 


The first convention of the Aid Assn. 
for Lutherans president’s club, held 
at Miami Beach, was attended by 100 
members, home office personnel and 
wives. 

Fred Bork of St. Joseph, Mich., was 
elected club president. Other officers 
include E. H. Reinholtz, Lockport, N. 
Y., 1st vice-president; C. S. Marten, 
Appleton, Wis., 2nd vice-president; 
Mrs. June L. Park, Oakland, Cal.; 3rd 
vice-president; Henry Poppe, Tulsa, 
treasurer, and Harold W. Riess, In- 
dianapolis, secretary. 

Club membership is restricted to 
agents who had one-half million dol- 

rs or more of paid production last 
year. Among charter members were 
Six million dollar producers. 

The program included an address by 

















J. M. Mottley 





Dr. George W. Crane, noted lecturer 
and columnist, and the banquet was 
highlighted by presentation of club 
keys by Otto C. Rentner, 1st vice-pres- 
ident and general counsel, and George 
V. Krampian, director of agencies. 
Mr. Rentner acted in behalf of LeRoy 
G. Stohlman, president, who was ab- 
sent due to illness. 





FRANK B. MALLETT, 67, vice- 
president of Protected Home Circle, 
died. Mr. Mallett for years was active 
in National Fraternal Congress af- 
fairs, and had headed a section of that 
group. 





N. W. National to Install 


New Type Electronic Unit 


Northwestern National Life has 
placed an order with Remington- 
Rand for a new type Univac magnetic 
file computer. Delivery is expected 
late in 1956. 

The new machine, ordered after 
more than a year of research into its 
possible applications, will report all 
desired information in any one of 
three ways: On punched cards, mag- 
netic tape, or by printing on continu- 
ous forms. 


The new machine will be the 


third electronic computer to be used 


by Northwestern National. The com- 
pany pioneered the use of Reming- 
ton-Rand 409-2 in 1952, and this was 
subsequently replaced by the Univac 
120 which will be continued in use 
until delivery of the new machine. 





The Solomon Huber agency of Mu- 
tual Benefit Life in New York City 
accounted for $1,303,693 worth of busi- 
ness in April, a substantial gain. At the 
end of April total paid volume for 1955 
stood at $5,436,380, 





Provident Mutual recently conducted 
a one-week business insurance course 
at its home office for 15 producers. 
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General American Life has shown a 
steady increase in the size of indi- 
vidual policies during the past five 
years, thus providing greater income 
opportunities for its representatives. 








INCREASE IN THE AVERAGE SIZE 
ADULT POLICY 





1950 1951 1952 1953 1954 








under 






General American Life’s 


step-by-step 


AY | TRAINING PROGRAM 


Promotion from within and the “multiple agency” system, makes it 


possible for men to become agency managers right in their own communities. 


The LSF Training Program is available to men between 25 and 40 who 


have had at least two years as successful soliciting agents in the life 


insurance business, are without further military obligation, and have an 


aptitude and desire for agency building. 





For detailed information write to: 


Frank Vesser, Vice-President 


eneral American Life 
INSURANCE COMPANY 


=JOne of the nation’s leading mutual legal reserve companies 


St. Louis, Mo. 
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Gives Tips to Help Sell Retirement Policies 


(CONTINUED FROM PAGE 4) 





afford some temporary advantage in 
the way of reduced outlay by tax cred- 
its. 

They can do this by single premium 
insurance. The gain in face amount 
over premium always will be greater 
than the increased taxes. This is the 
only foolproof tax sale, he said. The 
Treasury Department will applaud it. 
The variant is to offset the calculated 
estate gained by the purchase of an- 
nuities with an equal sum and then 
even the client is ahead on income tax. 
And dividends on single premium pol- 
icies are free of tax to all practical 
purposes. 

In selling a tax case an agent is al- 
ways selling an investment of income 
or shift of capital. Arguments will be 
brought up by the client as to how 
this channel of investment will yield 
6% or higher, how much stocks have 
gone up or how development capital 
can show greater returns. All of this is 
to be admitted, he said, if the client 
lives long enough, exercises infallible 
judgment and has a lot of luck. It is 
the same story on speculative in- 





vestments and insurance. The life in- 
surance dollar is always a liquid dol- 
lar at par. It is also a privileged dol- 
lar by guarantees and with tax advan- 
tages peculiar to the insurance dollar 
either to insured on retirement or to 
his beneficiary. 

Mr. Johnson gave the agents an in- 
side to an idea he said had never 
been discussed from any platform. It 
is well known that life insurance to 
fund charitable donations makes an 
excellent approach to rich prospects, 
he said. In making a charitable be- 
quest, the donor always considers what 
is to be taken from his heirs by the gift. 
That such bequests are largely off- 
set by tax exemptions, thus minimizing 
the deprivation of the heirs, estab- 
lishes the justification, if not the moti- 
vation, of many provisions for charities 
from the estates of the wealth. Charit- 
able donations allowed for income tax 
purposes to 30% of income within cer- 
tain definitions make this a more at- 
tractive situation, he said. 

Life insurance with all the incidents 
of ownership transferred to a trustee 





“CORNERSTONE” SPECIAL 


| 
A program built around our 


new PREFERRED WHOLE 


LIFE contract will mean more money for you, and more 


savings for your client. 








20 YEAR SUMMARY $7,500 POLICY 

















FEATURES Assuming Dividends Taken in Cash 

A es 0-80 A Ist Y Average Annval 
— ° at sve | Premium | Dividendt | jNet Payment 
* Low Net Outlay - Over 20 Yearst 
* Substandar d, Too 25 | $126.83 | $15.98 $101.18 
%* $7,500 Minimum 35 173.25 | 24.23 136.35 
% Regular Commission a 246.98 | 32.33 198.45 








tThis is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1955. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 
BALTIMORE * CHICAGO © CINCINNATI ® CLEVELAND ©* DETROIT © HARTFORD 


HONOLULU ¢ LANSING * LOS ANGELES * MINNEAPOLIS *© NEWARK ®* PHILADELPHIA 
PITTSBURGH * PORTLAND * SAGINAW ® SAN FRANCISCO © SEATTLE © SPOKANE 
WASHINGTON D. C. 


Also licensed in Arizona, Delaware, Idaho and Virginia 


THE 


MANUFACTURERS 


INSURANCE 


LIFE COMPANY 


under a deed of trust, providing ir- 
revocably for the payment of the face 
amount to the charity and giving it the 
right to demand the surrender value 
at any time, takes care of the legal as- 
pects. The annual premium is a dona- 
tion allowed as a deductible item, and 
the face amount or death proceeds is 
never part of the donor’s estate. 

Here’s the way the plan operates, he 
said. Suppose the prospect, age 41, 
wants to provide $100,000 for a church, 
college or hospital. The premium is 
$4,172. That is the total premium, in- 
cluding what the actuary added to 
cover the returning of all premiums at 
death before age 65. The base premi- 
um, life paid up at 65, non-par is $3,- 
401, and during insured’s life time that 
is the annual charitable donation. The 
difference, $771 a year, is the cost of 
giving the family, as the co-beneficiary 
under the trust agreement, the return 
of all the premiums, whatever that 
sum may be, if insured dies before 
age 65. 

The trust agreement will provide 
for $100,000 payable to the charity and 
for the return premiums payable to the 
family. At the same time, the trustee 
will have all incidents of ownership 
and, upon demand of the charity, will 
be required to surrender the policy and 
pay over to it the cash value. 

If the donor is in the 70% income 
tax bracket, the cost of the gift will be 
30% of $3,401, or $1,020. To this add 
the $771 for the family’s participation 
and that leaves the total annual cost 
of $1,791 net after taxes. 

Suppose the donor lives 15 years and 
then dies at age 56. For $15,304 net out- 
lay over that period after income tax 
credits to insured, the charity receives 
$100,000 in perpetuation of his memory 
and his family isn’t denied the inherit- 
ance of $100,00 from his estate. In- 
stead, the family will receive, tax free, 
$62,580 or 15 full premiums, when in- 
sured dies at the cost of only $11,565 
during his life. 

If insured’s estate happens to be in 
the 60% bracket, what the family 
receives is equivalent to $156,450 of 
taxable property. The charity and the 
family together, therefore, will have 
received the same as though there had 
been $256,450 more in his estate and 
this has been accomplished with an 
outlay after income tax credits of 
only $26,869. 

If the client lives beyond age 65, 
the family receives nothing. However, 
their position is still better than if the 
$100,000 bequest were to be taken from 
the estate. The money coming from the 
insurer costs a total of $43,091, so the 
family is ahead by $56,908. 


LIAMA Supervisors School 


The second supervisors school con- 
ducted by LIAMA was held at Old 
Point Comfort, Va. It was run by Wil- 
liam H. Whorf, LIAMA director of 
schools, his staff being W. Thomas 
Fiquet, Charles K. Reid II, and Sam 
G. Shackelford, LIAMA consultants. 


Targoss to Midland Mutual 


Midland Mutual Life has appointed 
John W. Targoss general agent at 
Steubenville, O. His territory will in- 
clude Jefferson and Harrison coun- 
ties in West Virginia. 

Mr. Targoss has been in life insur- 
ance for 17 years. 


Baldwin Heads D. C. Assn. 


District of Columbia Life Under- 
writers Assn. has elected as president 
J. Hicks Baldwin, New England Mu- 
tual: 1st vice-president, Howard J. 
Riordan, life manager of Johnson & 
Adams; 2nd vice-president, Vernon R. 
Zimmermen, Acacia Mutual; directors, 
John Tipton, New England Mutual; 


Thomas Buchanan, New York Life: 
and William Tinkelenberg, Equitable 
Society. Harold Pearson, Home Life, 
announced that 147 agents had won the 
national quality award. Michael p 
Coyle, Phoenix Mutual, New Yor 
spoke on selling business insurance. An 
active campaign to promote the elec. 
tion of Louis J. Grayson, Travelers, 
as trustee of NALU was outlined. 





more and more 
men and women 
of many lands are 
taking advantage 


of the benefits of the 


unique, personalized 
service of the 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


CANADA (50 OFFICES) © UNITED STATES 
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a il efe 
rk Lite | Top Pacific Mutual 
y . ’ 
me tat | Award to Gantz Agency 
won the Marking the first such recognition 
chael P, by Pacific Mutual Life, the president’s 
a award for leadership has been pre- 
he cla | sented by Asa V. Call to the Gantz 
ravelers agency, Cincinnati, for leading the 
lined. entire sales organization in 1954 in 


paid premium volume. 

Accompanying President Call to 
Cincinnati for the ceremonies were 
T. S. Burnett, executive vice-presi- 
dent; Fred S. Sibley, agency vice- 
president and W. W. Gillespie, super- 
intendent of agencies. 

More than 100 members of the 
agencies, their wives and many Cincin- 
nati civic personalities attended the 
celebration there at which a silver 
plaque was awarded. Joseph M. Gantz, 
general agent, was toastmaster, as- 
sisted by his brothers and co-general 
agents, Harry S. and David M. Gantz. 

The Gantz agency has led the 
Pacific Mutual in sales for 12 of the 
past 13 years. The plaque will remain 
in permanent possession of the agency. 
Similar awards will be presented to 
future national leaders. 


F. E. Emery, Fred Habel 
Retire From Mass. Mutual 


Francis E. Emery, assistant secre- 
tary, and Fred Habel, on the planning 
department staff, have retired from 
Massachusetts Mutual Life after 48 
and 45 years of service, respectively. 

Mr. Emery joined the policy depart- 
ment in 1907. He was appointed man- 
ager in 1918 and assistant secretary 
in 1928. Mr. Habel joined the actuarial 
department in 1910. He was named 
manager in 1924 and assistant actuary 
in 1930. He has been in the planning 
department for the past few years. 


Selection Men in Texas 
' Elect Kaltenback President 


W. C. Kaltenback, Reserve Life, was 
elected president of Texas Home 
Office Life Underwriters Assn. at its 
annual meeting in Dallas. 

New vice-presidents are R. W. 
Blevin of Southland Life and James 





St. Louis Underwriters 


Nominate E. W. Pounds 


ST. LOUIS—Elmer W. Pounds, Fi- 
delity Mutual Life, has been nominat- 
ed to succeed William E. Rench, Na- 
tional Life of Vermont, as president of 
the Life Underwriters Assn. of St. 
Louis. New officers will be elected at 
the annual meeting June 16. Mr. Pound 
is now first vice-president of the as- 
sociation. 

Other nominations include: For first 
vice-president, William T. Kieffer, 
State Mutual Life, now second vice- 


dent, T. Edward Flanigan, Sun Life of 
Canada. Nominations also may be 
made from the floor. 


A&sS Benefits Are 
Up 17% in Quarter 


Accident and sickness benefits paid 
during the first quarter by life insur- 
ance companies totaled $329,505,000, 
17% more than a year ago, Institute 
of Life Insurance reports. 

Group A&S benefits accounted for 





% of the total payments, but were 
only 12% larger than a year ago. The 
$81,441,000 of benefit payments under 
individual policies with the life com- 
panies represented a rise of 38% from 
the previous year. 





Paul Revere Expands 


Paul Revere Life has acquired the 
former home office building of Wor- 
cester Mutual Fire adjacent to its home 
office property. It will be used to 
house 70 group department employes 
and the group executive and adminis- 
trative office. 






president, and for second vice-presi- 


Will Life Insurance 





ever be sold...or bought... 
) like 
¥ Soap Flakes? 








STATES 
BRITAIN Ratliff of Gibraltar Life. Miss Jewell 
Honeycutt, Great Common Life, is 
| ¢ RE | secretary-treasurer, and Jack Daniels, 
ICES) | Republic National Life, becomes pub- 
PHILIP. | licity director. 
> SOUTH . 
uTuerey | Phoenix Mutual Enters 
poe Salary Savings Field 
BLIC ° Phoenix Mutual Life has entered 
the salary savings field, concentrating 
BRITISH | on small businesses and professional 
A groups. 
The company’s plan is aimed at 
professional men, executives, adminis- 
mmm | trative and clerical people earning 


more than $3,900 a year. Directed 
toward the higher income groups, it 
Is available to employers on a contri- 
butory or non-contributory basis. The 
company began writing payroll deduc- 
tion plans 25 years ago. 


Opens Tacoma Agency 

State Mutual 
Life has_ estab- 
lished an agency 
in Tacoma, its sec- 
ond in the state of 





Washington, with 
C. Bruce Albert as 
manager. 


Mr. Albert has 
for the past six 
years been district 
manager in Taco- 
ma for Equitable 
Society. 





tee ant 





_ The annual convention of Wisconsin 
Federation of Aid Association. for 
4 rans will be held in Wausau 
June 11, 
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Ne if we can help it! Life insurance is one product that must always 
be bought individually by the individual customer. 


In fact, we believe the life insurance agent grows more important 
every day. Without his good advice, what busy man could hope to 
select the life insurance best suited to his particular needs? Without 
his knowledge of using insurance, what man could be sure of getting 
all the benefits he or his family will need someday? 


The life insurance agent representing Mutual Benefit Life today 
knows his future won't be threatened by “super market” methods to- 
morrow. He provides a necessary service; and because he provides it 
well, he does well himself! 


Mutual 
Benefit 


Life 


INSURANCE COMPANY 


300 Broadway, Newark, N. J. 
Organized in 1845 


Stanley Morrison, Philadelphia, majored in accounting 
and life insurance at Wharton Evening University of Penn- 
sylvania, came to Mutual Benefit Life with a determination 
to succeed through “faith in the product.” And he has 
succeeded! With “faith in the product” combined with 
ability to help his clients find the best and most economical 
way to use the “product”—Stan’s clientele has grown rapidly 
—and so has his status in the life insurance industry. 
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N. Y. Agents Still Leery The new president of the state asgo. 
or ‘| ciation started in the life insurang Wee 

| he ae of of Variable Annuity business with Northwestern Mutua] 
eS (CONTINUED FROM PAGE 1) Life at Binghamton in 1928. Later he | —,. 
; evening authorized the officers to con- was with Phoenix Mutual at Philadg. only fc 
OF uccenste wl, tinue their investigation and take phia. He joined Security Mutual j, | “S!2 
whatever steps might be necessary to 1943. top th : 
M protect the agents in their authority _ Henry M. Lipes, Phoenix Mutua, previou 
OW... to solicit under the license granted Syracuse, secretary-treasurer of the Over 
them by the state of New York. state association, announced six months | °°". . 
Benjamin D. Salinger, Mutual Bene- ago that he would not be a candidate _ am 

e 


You can tell him by the ‘it Life, New York City, as president for advancement. The new vice-preg. | © 
h Iks. And hi welcomed 75 delegates from 29 local dent is Harold W. Baird, Northwestem | #8Ures: 
way he walks. And his associations. He stressed the close liai- Mutual, New York City. Mr. Desmo, | edict 


brief case carries top-flight son between the state association and becomes secretary-treasurer. Replacing security 

sales helps to meet the the New York department. He cited him as regional vice-president in the -.. 

two cases, both involving advertising. Buffalo district is Chauncey D. Cowle |“ .- 

needs and wants of every On complaint of the association and Jr., Northwestern Mutual, Buffalo, — disbeli¢ 

prospect for personal or documentation in both instances, the All other regional vice-presidents hd 
wo 


business life, and accident or was discontinued and the ge scsees ge ™ Cc. “i Douglas, National corpee.’ 
A . A. Gilbert Associates firm was re- of Vermont, Binghamton; Ha ; 

and health insurance. He quired to register under section 182 of Gutmann, Mutual of New York, Ney In ad 
has earned, moreover, the the insurance law as an advisory or- York City; Robert H. Langford, Mutual of the 
esteem of his colleagues ganization. This section of the law was of New York, Albany; Lewis J. Mon. how be 
and policyholders. enacted some years ago after an in- tani, Metropolitan Life, Plattsburg: imp iy 
dustry committee had recommended Donald E. Shopiro, Mutual Benefit | 2°W 'S 


state control over insurance counsellors Life, Syracuse; and Louis J. Teall, ordinar, 
who were advising the public about New York Life, Buffalo. we cor 
their life policies. The evening before the delegate Ooi 





WRITE TO Vice-president A. Stewart Payne, meeting 13 of the 16 living past presi. 
THE Quo S RTE LIFE general agent for Security Mutual dents of the state association gathered - . 
Uae 7 Life of Binghamton in that city, gave for the traditional “lamp-posts” dinner, ed. 
COLUMBUS, OHIO 7 the legislative report. He discussed the Edward R. Gettings, general agent | % ith 
: applicability of the new law requiring Northwestern Mutual, Albany, actei a ‘ 
90 hours of classroom work in an ap- as host and presented the custom : 
. a See ee gage Peni AND HOSPITAL COVERAGE proved insurance course, though it bronze lamp-post replica as a dest oe 


does not, at this time, apply to life or ornament to Mr. Salinger, the retiring : 
A&H insurance candidates. He warned, president. The “lamp-post” designa. | “Ove” 
however, that the expansion of this tion derives from the saying that of the ¢ 
|| idea is likely to bring in the life in- lamp-posts shed light and occasionally ity 











surance business. are good to lean on. Iti 
Stanley C. Collins, Metropolitan Life, cn 


Buffalo, vice-president of the National N. W. National Has New ag : 


association, paid tribute to the field $20 000 Minimum Poli paymen’ 
men who, by explaining the juvenile a : 
CALIFORNIA ILLINOIS (Cont.) BB jimits increase bill to the legislators, | Northwestern National Life has ar bees 








































































































were instrumental in effecting its pass- new $20,000 minimum issue whole life a, - 
COATES, HERFURTH & Harry Ss. Tressel & Associates age. Ernest H. Perkins, Provident Mu- non-participating policy. A life paid- ny 
onsulting Actuaries = tual, Albany, reported on the Saratoga up at 90 contract on a 3% reserve] ,. 

ENGLAND ma om oes ee ge Springs management conference held basis, it is issued from ages 0 to 65. _. - 
CONSULTING ACTUARIES Harry §. Tressel, M.A.LLA. W. P. Kelly in February. It also includes automatic waiver of ov 

San Francis Denver —_ Los Angeles M.A. Moscovitch, A.S.A.  M. Kazakow Mr. McCarty reported cases in which Premium and standard settlement op. | SS. 
an Francisco e s D. Sneed L. Miler the association had authorized its coun- tions, is issued up to 500% substand- |S one 
sel, Albert Hirst of New York City, to ard and pays top commissions. tae >. 

file amicus curiae briefs. This was Term agreements, such as family in- 

CHASE CONOVER & CO. done in two separate actions last come, mortgage redemption, or addi- venuntat 

Consulting Actuaries March and April because two trial tional term may be added, and the joint ind 

GA.-VA.-N.Y and court judges in the New York City Company’s flexible premium deposit /‘°D aver 
° © oe Insurance Accountants area had granted proceeds of a Metro- fund privileges are available. ong 

332 S. Michigan Ave. Chicago 4, 1.]] Politan Life groun certificate and an cocene etter ar 

BOWLES, ANDREWS & Telephone WAbash 2-3575 Aetna Life ordinary policy to persons Oklahoma City Managers - a 

Sey BS : a 0 creat 

TOWNE not named as beneficiaries. The point Elect Howard President the bush 

Consulting Actuaries at law is: Can a person collect the pro- : 
Empl Benefit Pl INDIANA & ceeds of an insurance policy, payable _ .Robert C. Howard, Liberty National | some se; 
mployee benefit Fians after death, against the person named Life, is the new president of Oklahoma | public. 1 
Atlanta * Richmond * New York]} NEBRASKA i ap a City General Agents & Managers Club. | teng 

as beneficiary, if they claim an oral Other officers are Milton E. Asfabl, mney 

assignment of the policy and have the Equitable of Iowa, vice-president; | °W@nce 

Haight, Davis & Haight, Inc. policy in their possession? Thomas C. Kennan, Metropolitan, sec- of those 
PERE tet In deciding to file an amicus brief retary, and Joseph M. Pinkerton, to buy h 
8 ee with the court of appeals, New York’s Prudential, director. are unin 
ay ARTHUR M. HAIGHT, President highest court, the association officers is alrea 
GEORGIA & Indianapolis iets were motivated bv the fact that if the Names Two at New Orleans should b 
MICHIG AN P lower court decision prevailed “we felt Allen L. Babin has been named J ernment: 
as agents we could not answer clearly assistant manager and Thomas A jMr. Stev 
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Weekly Premium System Dynamic LIC Rally Told 
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only four depression years when in- 
dustrial insurance in force did not 
top that in force at the end of the 
previous year. 

Over the past 20 years, there has 
peen nothing but growth, expansion, 
and improvement. “I certainly see no 
evidence of a decline or wane in these 
figures,” he declared. He said many 
predictions were made when social 
security was enacted in 1935 that it 
would sound the death-knell of indus- 
trial insurance. “I would say to the 
disbelievers of 20 years ago that our 
growth since then shows that we are 
working and living with a very live 
corpse.” 

In addition to pointing to the growth 
of the business, Mr. Stevenson showed 
how the industrial policy had been 
improved and liberalized so that it 
now is hardly distinguishable from the 
ordinary contract. He described how 
the combination agent, rendering his 
services in the home, is well equipped 
to advise the family on its insurance 
needs and sell both weekly premium 
and ordinary to meet them, as re- 
quired. 

With the widespread use of install- 
ment selling for almost every con- 
ceivable product, he asserted that if 
the frequent payment of premiums, 
convenience and the personal service 
of the agent were taken away, insur- 
ance protection in many cases would 
fall by the wayside. 

It is possible, he said, that the per- 
centage figure of those who pay for 
their insurance on the weekly premium 
payment plan may have been reduced, 
but because of the increase in popula- 
tion, the actual number is greater than 
ever before. 

Since its organization 46 years ago, 
Life Insurers Conference has done 
much to raise the standards of the bus- 
iness. During the nine years following 
its reactivation, membership has in- 
creased 50% and its stature has grown 
to the point where it enjoys equal rep- 
resentation on all of the important 
joint industry committees, Mr. Steven- 
son averred. 

Referring to A&H, he said there are 
better and brighter days ahead. A spe- 
cial educational job needs to be done 
to create a better understanding of 
the business on the part of legislators, 
some segments of the press, and the 
public. This is necessary because of a 
tendency to blame the voluntary in- 
surance system for lack of coverage 
of those who do not have the money 
to buy health insurance and those who 
are uninsurable because their health 
is already impaired. The indigent 
should be taken care of by direct gov- 
ernmental assistance on a local level, 
Mr. Stevenson said. This is not an in- 
surance problem; the sooner the two 
are separated, the quicker this is un- 
derstood, the less confusion there will 
be in determining the capacity of vol- 
untary insurance to do a job. 

The welcome was given by Commis- 
sioner Beery of Colorado. He explained 
the workings of the new state’s agents’ 
qualification law which goes into ef- 
fect the beginning of next year. A 
stamping system has been tentatively 
agreed on which would show that the 
agent in question is licensed for only 
one line of insurance. The state will 
give examinations every four months. 
Colorado is the 31st state to adopt such 
legislation, he said. 

Dr. B. F. Lehmberg, First Methodist 
hurch, Colorado Springs, gave the in- 
7ocation. 


A discussion on variable annuities 
was moderated by R. B. Evans, presi- 
dent, Colonial Life, and chairman of 
the joint variable annuity committee 
of American Life Convention and Life 
Insurance Assn. of America. Assisting 
Mr. Evans were A. N. Guertin, ALC 
actuary, and J. Edward Day, associate 
general counsel, Prudential, which is 
sponsoring variable annuity legislation 
in its home state. Mr. Evans comment- 
ed on the general picture with respect 
to variable annuities and the possibili- 
ties of their being written by life com- 
panies, Mr. Guertin explained the vari- 
able annuity, and Mr. Day reviewed 
his company’s approach to the problem. 

Three conclusions may be made with 
respect to the variable annuity prob- 
lem from his committee’s study, Mr. 
Evans stated: The whole subject is one 
of far-reaching implications, from the 
standpoints of taxation, regulation, or 
merchandising; there exists no right to 
tell a company or business that it can’t 
enter the field, and it is quite proper 
to see to it that proper ground rules 
are set up for the protection of the 
public and of the business. It is only 
natural, he said, that a new idea holds 
fascination and attraction. Life com- 
panies, however, should move care- 
fully and make a serious study of all 
facets. One of the inherent problems is 
that segregation of variable annuity 
funds might invite further compart- 
mentalization of funds for industrial, 
A&H, etc. Probably the first known 
annuities were variable. Implied guar- 
anteed values had grown up in life 
insurance. 

Mr. Evans stated that for an insurer 
the size of his company he believes 
the variable annuity to be impractical. 
Colonial Life has made a searching 
study of the question. He said he would 
hesitate to place the variable annuity 
in the hands of debit agents for sale 
to the public because of the already 
many-faceted nature of their responsi- 
bilities. It would challenge the ability 
of an investment department to select 
the proper equities. 

Mr. Guertin spoke of the pioneering 
work that had been done by College 
Retirement Equities Fund of Teachers 
Insurance & Annuity. There are three 
possible ways in which a company 

(CONTINUED ON NEXT PAGE) 
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“Why can’t I wear it? I graduated from the Home Office School 
with flying colors!” 








Bankerslifemen Never Stop Studying 


Bankers/ifemen never feel that they have achieved “graduation” from 
study of their business even though they are graduates of our fine home 
office schools. They never stop studying .. . never stop learning... 


in the interest of better service to their clientele. 


Training that starts in their earliest days in their agency offices goes on 
through the years in a series of home office schools. These provide fine 
training in themselves, so that a less dedicated type of life underwriter 
might feel that he had really “graduated” when he completed those 


schools. 


The very evident desire to be the best informed life insurance man 
possible helps to make the typical Bankers/ifeman the kind of life 


underwriter you like to know as a friend, fellow worker or competitor. 
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Specializing in Evaluation of 
APPLICATIONS 
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CLAIMS 
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ACCIDENT 
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SICKNESS 
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Professional Independent 
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and Determining 


PRE-EXISTING CONDITIONS 
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might handle the underwriting of vari- 
able annuities: Set up a separate de- 
partment, incorporate a specialty com- 
pany solely for the purpose of writing 
variable annuities, or make arrange- 
ments with an investment trust. The 
basis of the entire program is the suc- 
cess of the dollar averaging principle, 
he said. 

There is a large and continuing 
switch from insured to uninsured 
pension plans and the variable annuity 
has been adopted by large concerns 
for their employe retirement funds. 
With variable annuities, life companies 
might hope to recapture the market in- 
vaded by self-insured pension plans 
and investment trusts. 

Benefits provided by a variable an- 
nuity program would depend on a 
number of factors. They would reflect 
a variation in the market values of 
securities and there would be depar- 
tures from expected values because 
of mortality and expenses. 

Prudential believes that it is entitled 
to write annuities, whether fixed or 
variable, as a life insurance company, 
Mr. Day stated. Variable annuities are 
something that belong in life insurance 
because they involve the use of mor- 
tality tables, actuarial computations, 
and insurance techniques. The New 
Jersey legislation is for the purpose of 
enabling companies to set up segre- 
gated investment accounts. 

The dollar amount of payments and 
values would depend upon investment 
results. Benefits would be issued in 
units instead of fixed dollar amounts. 
A contract calling for a $500 annual 
payment might purchase 50 units the 
first year, 45 units the second year, 
60 units the third year, and so on. It 
was described as a poor plan for get- 
ting in and out of the market, but 
rather is designed for a long term 
program. 

e _ 

At the end of 1954, premium income 
of conference members exceeded $1%4 
billion, assets $6% billion, and insur- 
ance in force totaled almost $40% 
billion, Martin B. Williams, executive 
director, said in his annual report. The 
figures represent more than 53 million 
policies, serviced by 61,200 agents and 
22,700 other company employes. There 
are 90 company members, domiciled 
in 24 states, District of Columbia, and 
Puerto Rico. 

Every member company reported its 
data, he said, and representatives of 
60% of conference membership accept- 
ed assignments in its behalf. 

Mr. Williams reported an especially 
busy and active year, with two special 
membership meetings and five execu- 
tive committee meetings, instead of 
the customary four. With 45 state bod- 
ies in session, the year was a heavy 
one from a state legislation standpoint. 
Generaly speaking, bills enacted were 
in the best over-all interests of the 
business. 

Because of the heavy work-load and 
the small headquarters staff, he rec- 
ommended that the incoming admin- 
istration study the needs for an en- 
larged staff, supported by a review of 
the dues structure. While no need of 
building a large staff is envisioned, 
study of the problem is urgently need- 
ed, he said. 

Two speakers discussd the latest 
developments in federal legislation and 
the Washington scene, Eugene M. 
Thore, general counsel, Life Insurance 
Assn. of America, handling the assign- 
ment for life insurance, and E. J. 
Faulkner, president of Woodmen Acci- 
dent & Life, commenting on the A&H 


situation. 

Mr. Thore said a more favorable 
climate existed in Washington for in- 
surance now than in the past 15 years. 
Mr. Faulkner outlined a number of 
A&H developments and discussed the 
organizaion plan of the Joint Commit- 
tee on Health Insurance. 

A highlight of the meeting was a 
panel discussion on company manage- 
ment, with C. R. Clements Jr., vice- 
president of National Life & Accident, 
as moderator. Recruiting and selection 
were handled by A. M. Orgain, assist- 
ant vice-president, Life of Virginia; 
training by B. F. Shields, manager of 
training development, National Life 
& Accident, substituting for W. J. 
Hamrick, agency vice-president, Gulf 
Life, who was ill; compensation by 
J. T. Acree Jr., president of Lincoln 
Income Life, and supervision by W. 
Sheffield Owen, agency vice-president, 
Life of Georgia. 

o e e 

Following comments of the panelists, 
the session was thrown open for ques- 
tions and a lively discussion resulted, 
with the member companies exchang- 
ing their experiences. 

President Stevenson announced win- 
ners of the publication and house organ 
contest as follows: National Standard 
Torch, best mimeographed weekly; 
National Life & Accident Our Shield, 
best printed weekly; Magnolia Life 
Round Up, best mimeographed month- 
ly; American National Star Bulletin, 
best multilith or offset publication; 
Southland Life Southlander, best 
printed monthly for industrial com- 
panies with receipts exceeding $5 
million, and Atlantic Life Atlantic 
Currents, best printed monthly where 
receipts are less than $5 million. 

Reporting for the statistical commit- 
tee, L. L. Hoecker, executive vice- 
president and secretary, Home State 
Life, said surveys on conservation and 
agent turnover had been completed 
and the study of supervisiory person- 
nel deferred until next year. Replies 
to the surveys formed the basis of the 
panel forum discussion on agency 
problems. 

In order to sound out the over-all 
effect of important developments in 
the past 12 months—such as proposed 
changes in life company federal taxa- 
tion, special policy advertising, social 
security changes, federal trade com- 
mission charges in connection with 
A&H advertising, and public interest 
in life company stocks—the public re- 
lations committee polled representative 
top executives of member companies, 
John L. Briggs, vice-president and di- 
rector of public relations, Southland 
Life, said in giving the public relations 
committee report. The 55 replies re- 
ceived indicated the public continues 
to have a high regard for the business; 
the LIC member companies are doing 
a creditable job; policyholder com- 
plaints seem to be decreasing, and that 
combination agents are gradually bet- 
tering their ethical practices. 

e a e 

The committee noted continued in- 
terest in improvement of member 
company magazines, evidenced by the 
entries in the conference publications 
contest, he said. 

Many copies of the “In Smalier 
Packages” booklet have been distri- 
buted and the present printing is ex- 
hausted. If sufficient orders are re- 
ceived at 6 cents per copy, the booklet 
will be reprinted. It is commended 
particularly for distribution to new 
agents and employes and for collateral 
distribution to others in the insurance 
business. 

Mr. Briggs pinch-hit for Al B. Rich- 


ardson, Life of Georgia, chairman, who 
could not be present. 

Two major points were emphasized 
by Robert L. Walker, Pennisular Life, 
Orlando, Fla., president of National 
Assn. of Life Underwriters, in his 
address. He asked for support of 
NALU’s anti-tontine bill, and urged 
LIC companies to sell their agents on 
the benefits of belonging to their un- 
derwriters’ associations. 

Mr. Walker asserted that NALU has 
no objection to special policies as such, 
but the issuance of “profit sharing”, 
“jackpot”, or “get rich quick” types of 
policies by certain, mostly smaller 
companies, promising colossal profits 
and containing glib promises which 
honest men know can’t be kept, had 
placed the good name. of life insurance 
as an institution in serious jeopardy. 
In at least 16 known states, the public 
is being systematically and deliberate- 
ly misled and looted in the name of life 
insurance he charged. 

Exhibiting a photostat of the policy, 
Mr. Walker got down to particulars as 
to what policies he was talking about. 
One he cited is an 18-payment life, 
$10,000 policy carrying a $500 pre- 
mium at age 1. The cash value of 
$6,200 is guaranteed at the 18th year 
out of the $9,000 deposited. In addition, 
however, the company promises to de- 
posit from the premiums paid $200 
in the second year and $100 each year 
thereafter (a total of $1,800) in an in- 
vestment fund which is to be invested 
in life insurance stocks and the fund 
distributed to policyholders at the 18th 
year. 

The sum of $1,800 accumulated over 
17 years, it is promised, will be appre- 
ciated at an average annual rate of 
32.93% gain and as much as $63,237.63 
might be available over and above the 
basic contract. 

If the prospect “has any remote hope 
on an investment of $9,000 to collect 
$63,000 cash, plus a $10,000 paid up 
policy at the end of 18 years, then he 
must conclude that such a plan is 
several hundred percent a better deal 
than anything we offer,” he stated. 
“Shall we stand idly by while our rep- 
utation and public acceptance is des- 
troyed?” 

This sort of special policy selling 
must be opposed with every force 
possible, which means adequate legis- 
lation supported by adequate enforce- 
ment. 

Companies writing so-called “profit 
sharing plans” are willing to abandon 
the tontine principle and for their 
purposes need only to retain the 
“profit sharing’, “investment fund”, 
or “stock with policy” idea. This is in- 
dicated by a substitute bill offered 
in the senate of one state where the 
NALWU bill passed the house. 

Mr. Walker said that with plenty of 
exceptions, on the average weekly 
premium agents are the only ones 
dragging their feet in NALU work. 
They do not understand its significance 
and they are not encouraged by their 
immediate leaders to participate. He 
asked executives of LIC companies to 
encourage their men to participate. 

A humorous touch was added to the 
program by Frank Streétman, mayor 
of Sasakwa, Okla., who highlighted his 
remarks with amusing references to 
incidents ‘and personalities at the 
meeting. A breezy and smooth-talking 
speaker, he convulsed many with his 
comments and anecdotes. 


W. V. Herbert Retires 


William V. Herbert, deputy chief 
actuary of New York Life, was honored 
by 300 employes at a dinner in New 





York City on his May 21 retirement 
after 54 years with the company. 

Mr. Herbert, who joined the compa. 
ny as an office boy in 1901, became 
superintendent of the actuarial depart. 
ment in 1927, assistant actuary in 1929 
actuary in 1937 and deputy chief 
actuary in 1948. 


Set Chicago CLU Cram Sessions 

The four-hour cram _ sessions of 
Chicago CLU chapter will be hel 
June 6-7 as follows: Part A, Monday 
9 am.—1, Equitable building auditor 
ium; part C, Tuesday, 9 a.m.—1, ang 
part D the same day 2 p.m.—4, both 
at room 1552 Field building. 








in Connecticut, New Jersey, Ohio 
or 
Pennsylvania, Michigan, Illinois 
or 
Indiana, West Virginia 


BECAUSE 





you may become eligible for one of 
our new, modern, and different con- 
tracts in which we offer unusual and 
special benefits to the first 


“LUCKY FIFTY" 





who will be signed up in our agency 
building expansion program under 
which, if selected, you will receive: 


Absolute Top Commissions e Excel- 
lent Vested Renewals e Direct Home 
Office Contract and Cooperation ¢ 
Competitive Participating Rates ¢ 
All the up-to-date Life Plans and Sup- 
plements e The Latest Coupon Invest- 
ment and Savings Plan e Non-can- 
celable, Guaranteed Renewable 
Hospital - Medical Expense Policies. 


BE AMONG THE “LUCKY FIFTY” 


Write for confidential information to 
HAROLD C. VOLLMANN, Vice Presi- 
dent and Director of Agencies 


AMERICAN LIFE 


INSURANCE ASSOCIATION 
Bridgeport 5, Connecticut 
Serving American Families Since 189 
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Lb saw few de of hunger sy 
of cating, a hundied thowant.” 


POOR RICHARD’'S ALMANACK—1736 


Benjamin Franklin’s observation that he saw more 
people die from eating than from starvation is certainly 
pertinent today. For, if you weigh more than you should, 
the chances are better than 9 out of 10 that your extra 
pounds have accumulated because of overeating. 


When you store up weight, you are also likely to store 
up future troubles. These could include diabetes, gall blad- 
der and kidney disorders, heart disease or high blood 
pressure . . . to mention a few. 


In fact, the death rate from all causes is 22 percent 
higher for people who are from 5 to 14 percent overweight 
than for people of normal weight. Among people who are 
25 percent overweight, mortality is about 75 percent higher. 


If you are overweight, why delay the obvious advantages 
of reducing? Before you start to reduce, however, there are 
some pitfalls you will want to know about and avoid. 


First are the drastic dietary fads which usually limit you 
to a few foods, and second is the indiscriminate use of so- 
called “reducing pills.”” Only when overweight is accompa- 
nied by a serious disease may quick reducing be desirable. 






The safe and sane diet is the one that reduces you slowly 
. .. two to three pounds per week . . . and that permanently 
keeps you at your best weight. In fact, throughout adult 
life it is a good rule to keep your weight at slightly below 
the level that is normal for your age and body build, or 
bone structure. 


It is always wise to let your doctor decide what you 
should weigh and, equally important, let him plan your re- 
ducing diet. He willsee to it that your meals are properly bal- 
anced, especially in protein, vitamin and mineral content. 


Do not expect too much too soon when you start dieting. 
It took a long time to acquire those surplus pounds . . . and 
it will take time to lose them. If you want to keep check on 
your progress, weigh yourself weekly, rather than day to 
day. If you stick to your diet, your weekly weighings will 
eventually show how much you are losing in weight. 


Once your weight is down, try to avoid any return to 
your old ways of overeating . . . and gaining. For perma- 
nent weight control usually brings a rich reward—better 
health and added years in which to enjoy it. 
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Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 Maptson AVENUE, NEw York 10, N. Y. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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